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@ When the American Bank- 
ers Association goes to a small 
city for its president it’s a sign 
that what this country needs 
is clear middle of the country 
thinking. Rome C. Stephen- 
son of South Bend, Ind., this 
year is the leader for the 
master money minds of 
America. His first presiden- 
tial address was made before 
the N. S. R. A. in Detroit. 
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Let’s Control Production 


[, the United States the vast 


corporations represent collective thinking and collective acting to a greater 
degree than ever before. The judgment of no one man is depended upon to 
develop the policy or program to be followed by the corporation. Their 
policies are based upon the judgment of a group of men trained to study 
the particular problems with which the corporation has to deal. This condi- 
tion does not obtain in one industry but in practically all of them. Each 
corporation aims to gear its production and sales in accordance witn what it 
desires to accomplish and without regard to the industry as a whole. No . 
such plan has been devised to cover the whole industry in which a particular 
corporation is a unit. That this situation exists is largely due to our laws 
governing restraint of trade which were passed forty years ago. Then 
there was fear, as well as possible real danger, that retail prices would be 
unduly advanced. Now, with science aiding invention; with check of a 
thousand kinds; is there any real reason why men should not be permitted 
to regulate output to probable stable demand ? 

It seems to me that immediate attention should be given by manufacturers 
and producers to the problem of surplus in its relation to price levels, not 
alone as it refers to the particular unit with which they are engaged, but to 
the industry of which their unit is a part. 

The effort to stablilize industry is making progress. Already large em- 
ployers of labor are arranging production so that employees can look forward 
to regular work and eventually, when their stint is done, to a pension for 
their sunset years. Does any honest skilled worker deserve less? Should 
not that be a goal toward which united industry will strive? 

Despite the low condition of business, the waning of confidence, and the 
most intense discouragement, our country has suffered little diminution in 
real wealth. At this time the income from money in savings banks fur- 
nishes the living for great numbers of people. It is only when the savings 
account is exhausted that charity is necessary in the absence of a job. 

As month succeeds month, inventories in America will be reduced, thus 
hastening the day when unemployment will give way to employment, and in 
consequence dismay and pessimism will give way to hope and buoyancy of 
spirit. .Nothing so develops versatility and resourcefulness as hope ; nothing 
so inhibits them as fear and its close companion, despair. 


ROME C. STEPHENSON, 
President, American Bankers Association. 





































An Encouraging Shoe 


The Call of the Craft is 


Answered at Detroit 
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Henry Ford in his greeting _ was riot a total loss to industry, for “it brought a lot 
in the National Shoe Retailers Association, wrote, of foot happiness to many of our customers.” The 
“one of our great President’s, Calvin Coolidge, has opening of the convention proved the serious-minded- 
told us of how he was helped by the advice of a_ ness of the majority of merchants present in search- 
humble shoe man. Right at this time, some of the ing out those lines of shoes that might contribute a 
good wholesome advice of an old-time cobbler might _ little more foot happiness and at the same time per- 
help all of us. No matter how far we progress or haps a little pocket pleasure. 
think we do, we have to come back every so often Detroit was shoe-town for a full week. This con- 
to the fundamentals, which are just as important to- vention opened in full force on Saturday, Jan. 3. 
day as they were fifty or one hundred years ago. The convention was spread over five hotels. It 
1931 will not mean any more to us than the years brought visitors to each of them and perhaps here 
already gone unless we enter into it with a de- was the error, for if it had all been under one roof, 
termination to profit by our experience and avoid the activity would have been more pronounced. As 
their mistakes. The road ahead is the same old road a buying affair, the best we can say is that it is de- 
as that of yesterday, and it leads to the same place. cidedly encouraging. It would be folly to indicate 
Experience, however, comes in as to our guide down that it was a strong buying convention—events— 
the new path.” No better keynote could be sounded economic—prevent that misstatement. It was a fair 
_ by a man from within or without the trade. buying convention—many a new product received 

The call of the craft is just as strong an impulse encouraging response; many an old product was al- 
as the return of the birds in spring time to their nest- most forgotten. 
ing place, or the impulse of the salmon to go up- There is something lacking in vigorous salesman- 
river. Detroit was a definite call of the craft-to get ship in high grade footwear, too many organizations 
together and find what common experience might be producing a very superior commodity failed to go 
made of business value in 1931. Most of the old- to the end of the line with a superior presentation and 
timers were at this Twentieth Convention. As Arthur superior salesmanship. So many medium grades of 
Ebbs put it, “all the fire-horses rushed to the fire shoes have stepped into first position in many stores 
with the clang of the bell.” First on the scene was because the volume product had received excellent 
Will Knight from Portland, Ore., who spent New presentation and superb salesmanship. Merchants 
year’s night on the new train, the Rose of Portland, were buying propositions first; and then were de- 
“for you a Rose in Portland grows,” and Will’s tailing sizes and widths. There is more to shoes in 
contribution to the trade was the statement that 1930 1931 than shoemaking. 
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Year Ahead --~- ~- 


The convention opened early. By Sunday noon 
it was operating through the private initiative of one 
of the exhibitors, the Boyd-Welsh Shoe Company. 
That organization held a pre-showing of its foot- 
wear styles at a luncheon and fashion forum held at 
the Book-Cadillack Hotel. Properly President A. H. 
Geuting made the first talk indicating the need for 
intelligent contact between the public and the re- 
tailer, so that manufacturer and tanner might create 
what the public wants. All of the authorities on 
fashion in the person of fashion editors from the 
various publications talked at that meeting prior to 
the showing of 122 footwear models. 

A few hours later the pre-convention dinner, of- 
ficially termed the President’s party, was given at 
the auditorium. The guests of honor were Governor 
Wilber M. Brucker, who just four days previous be- 
came official head of the Wolverine State, and Mayor 
Frank Murphy, chief executive of the City of De- 
troit. The outstanding contribution to the spirit of 
the evening was the statement by the Governor that 
a pair of shoes represented 70 per cent of that pur- 
chase price being expended for labor, and that for 
all people interested in the abatement of unemploy- 
ment, there at least was one opportunity to correct 
the evil. Other keynotes of the evening were the 
opportunity possessed by the N. S. R. A. to start 
the new shoe year right, and at the same time in- 
dicating to all industry everywhere that shoes had 
answered the challenge “Forward March.” 

As the guests of the evening were the leading re- 
tailers, officers of allied associations, exhibitors and 
invited guests, a preview of style show was held in 
the huge auditorium. Style shows are no novelty to 
the shoe trade, but this was indeed the finest to date. 
Even Julius Goldberg, who staged the style show at 
Chicago, and took the blue ribbon, relinquished his 
crown and turned it over to M. A. Mittelman, who 
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becomes the 1931 “Glorifier of American Footwear 
Fashion.” 

A national gathering brings a harvest of news 
from many sources. Significant changes come to pass 
during national shoe week. The presence of Alfred 
J. Sweet brought to him the congratulations of many 
shoe men upon his return to the active operation and 
presidency of the A. J. Sweet Company and the re- 
turn of that organization to its own headquarters at 
Auburn, Maine. The national endorsement of the 
radio as a means of communication direct to the public 
was made manifest by the announcement that the 
Heel Hugger organization will be on the air nationally 
in late January, and in high grade shoes that I. Miller 
& Sons would make a dramatic gesture over the radio 
some time this month. 

New times, new products, new methods of distribu- 
tion and new publicity. Conventions are ever in 
process of change. Future conventions will be bene- 
fited by learning the lesson of diversifying merchant 
interest and merchandise interest. 

As something more than a gesture, the Governor 
of Michigan and the Mayor of Detroit were each pre- 
sented with 12 pairs of shoes, and the first lady of the 
State was given a baker’s dozen. The stunt might 
have been based on the urge for publicity, but it had 
a very salutary effect on stimulating many merchants 
into thinking of more types of shoes, salable in their 
community. If you would select 12 pairs of shoes 
for a customer, would you be able to make a similar 
classification out of your own stock? 

Conventions are not measurable things. There are 
no mathematics to moods of merchants; no way of 
measuring just what methods of merchandising they 
take back with them to their stores for 1931 use and 
development. The convention is one side of the pic- 
ture of a national gathering. 

The exhibitions and the sample showings are per- 
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haps more definite of measurement. We endeavored 
to find out the volume of business transacted. No com- 
mon figures could be ascertained. Some factories re- 
ported excellent business. All business was “rush.” 
One in fact posted the sign, “no order's accepted for 
prior to April 1 delivery,” but even that is an unfair 
picture of things. Some businesses, comparatively 
small in size get choked with orders the size of which 
would barely start the wheels turning in large plants. 
Even if business was below the level of expectancy 
with the majority of hungry factories, the fact re- 
mains that Detroit has very little of depression in the 
shoe picture of 1931. Perhaps we can best sum it all 
up as in our heading, “an encouraging shoe year 
ahead.” 

The statement that impressed us more than any- 
thing else and prompts our using more fashion in- 
formation in this issue than ordinarily and even 
prompts us to eliminate much of “work-a-day topics,” 
was the utterance of a prominent: shoe merchant, that 
in the purchase of shoes this season, “he had no room 
for a mistake and there never was a time when he 
needed sound fashion advice more.” That seemed to 
be the cautionary spirit of the convention, that every 
man present “had no room for a mistake” and that 
whatever he bought must be pretty well all right as 
far as color, material, pattern and design, to say the 
least, in price and in style with what Mr. and Mrs. 


America and the boys and girls that the American 
family might be buying—in the months to come. 

In two speeches by John C. McKeon, two phrases 
stand out conspicuously: ‘The world makes a path 
for the man who knows where he is going.” Many a 
merchant facing 1931 has a better idea of where he 
is going than he had a year ago in facing doubtful 


1930. The second statement was: “The best we can 
expect is an active spring, the worst an active fall.” 
Which shall it be? That is in part the answer of the 
first selections made at Detroit, but the real volume of 
shoes will be bought this year in the best possible 
place from which the average merchant can buy—his 
own store: Detroit was the forerunner, a harbinger 
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of spring, a note of collective confidence, the shoe 
business has a fair future ahead of it; a feeling that 
perhaps demand might be stimulated as the sun 
brightens by a new sport and sandal year ahead. 

The first day’s session as an officially run conven- 
tion opened with a team that will in the future work 
closer together. The first speaker at the Twentieth 
Annual Convention of the National Shoe Retailers 
Association was Rome C. Stephenson, president of 
the American Bankers Association. Inasmuch as he 
was scheduled for a radio hook-up, luncheon was 
speeded up to permit the swift break in the program, 
so that the rest of the world might get a banker’s pic- 
ture through a shoe store window. The head table 
was equally balanced—prominent bankers and promi- 
nent shoe men and from where we sat, no one could 
tell which was which. This statement’as written 
packs somewhat of a wallop, as maybe many of the 
bankers present “find themselves in the shoe busi- 
ness.”” The first shot out of the N. S. R. A. battery of 
convention talent was by President A. H. Geuting and 
it appears elsewhere in this issue. It combines much 
of the shrewd sagacity of a shoe merchant standing in 
the position of the schoolmaster to industry. In ad- 
dition to his address, he spoke in no uncertain terms 
of the necessity of accord in industry, even to the ex- 
tent of operating its shows and general meetings, with 
the shoe merchants playing at least the part of repre- 
sentative of the public and the contact through which 
production gets its distribution, to the ultimate con- 
sumer. It might have been interpreted as throwing 
down the gage of battle to any attempt to run a na- 
tional show without counting the buying group in as 
a very important party. 

The second day’s session was an all industry affair 
with the tanners’ message read by Louis Robertson, 
the manufacturer’s message by John C. McKeon and 
the retailers message by President Geuting again. 
The story of all the talks can be told in a line—re- 
spectful attention to the power of consumption—the 
way out of this repression is through direct approach, 
appeal and appreciation of the public for new shoes. 
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perhaps more shoes, and even perhaps better shoes in 
1931. 

Each speaker emphasized the necessity for plan- 
ning every shoe to fit a need and a purpose, every 
color a fashion:and a function, and every price a 
courage and a conviction. 

Hopes and expectations of this convention to show 
some general industrial progress that might be com- 
municated to Washington as a sign and symbol oi 
better times ahead, seem to be justified. Measurable 
progress was made in Detroit toward a better shoe 
year in 1931, The public will get more service, more 
value and more shoes for the money in 1931. Detroit 
itself communicated some of this spirit to the indus- 
try. On the Monday morning that the convention 
started, some 27,000 workers returned to automobile 
production. The shoe merchants of Detroit, know- 
ing they had a convention in their midst withheld all 
clearance sales until the guests had gone home, and 
as the result, even the newspapers seemed to have the 
uplift that regular prices give. The weather itself 
communicated a shap tange of winter and many a 
merchant got the impulse to buy, feeling that “spring 
cannot be far away.” It was one of the most orderly 
conventions on record. Those who had an idea that 
the proximity to the Canadian border would carry 
with it the uncertain spirit of fellowship over busi- 
ess were somewhat surprised to note that beverages 
in business had little in common at this convention. 
Proximity immunizes. 

Even the executives of the organizations were sur- 
prised at the attendance at the forum meetings. Be- 
cause of the major inportance of fashion information 
at this time we stress in this issue deliberations at the 
feminine footwear forums, with a promise of fashion 
news of men’s and children’s footwear in the early 
issues to come. This is one season to quote Maurice 
Miller, “the merchant has no room for a fashion 
mistake,” so we give in high lights the picture of 
fashion as checked and double-checked throughout 
the convention. 

The actions of the Board of Directors of the Na- 
~ tional Shoe Retailers Association and even the selec- 
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tion of the slate of officers is relatively of secoudary 
importance. Quite obviously associations do not 
change horses in mid-stream, and Anthony H. Geuting 
will continue as president and leader of the National 
Shoe Retailers Association in the fighting year of 
1931. As one of the merchants put it, “In numerology 
adding digits 1930 is a bad 13, while 1931 is a good 
14 or double 7,” and if that means anything the shoe 
trade is stepping into it with the feeling America— 
Forward March. The slogans of that campaigu— 
America, 1931—Forward March-—were everywhere 
in evidence, a token of a change beneficially. The re- 
treat being over the shoe industry is telling the world 
—“Follow Me.” 

No convention spread itself more in news, pictures. 
radio and even talky pictures. The Paramount-Fox- 
and Pathe sound and sight crews moved over from 
Chicago to picture the Spring of ’31 in Shoes, so 
that movies everywhere might later show the public 
new thrills and styles in footwear. It was a conven- 
tion of conservative counsel and encouraging is the 
word best descriptive of its accomplishments. 
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N. S. R. A. Official Family 


Here are the officers and directors of the National 
Shoe Retailers Association for 1931, as selected at the 
Detroit Convention : 


President—A. HI. 
term). 


Geuting, Philadelphia (4th 


Vice-presidents—Reuben Stiefel, Chicago; Jesse 
Adler, New York; Lee Langston, Fort Worth; Will- 
iam Knight, Portland, Ore. 


Secretary-treasurer—Reuben Metz, Chicago. 


Directors—Harry E. Fontius, Denver; I. E. 
Foster, Chicago; Harry A. Gibson, San Francisco; 
Dave Hirschler, Norfolk; M. A. Mittleman, Detroit ; 
R. B. Nay, Wheeling; R. B. Sager, Green Bay, Wis. ; 
Roy Stevens, Ottumwa, Iowa; L. F. Tuffly, Houston. 
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“More sales are lost for lack of sizes than 
from style and price.” 
—R. E. Sager, Green Bay, Wis. 


By Jesse Adler, New York 


We shoe men will have to wake up and put new 
thoughts and ideas into our men’s shoes to create real 
demands for shoes instead of letting them exist in a 
sort of replacement market. We must broadcast that 
shoes for men are entirely different than shoes for 
horses. We know that horseshoes are for foot pro- 
tection and not for style . . . and man must be made 
to realize that although horses must be shod, men must 
be stylishly and comfortably shod . . . and good man- 
shoeing means style, comfort and foot health. 

I understand there are 8,000,000 automobiles that 
are of old vintage and a menace on the road but more 
appalling than this is, that in the United States, there 
are 45,000,000 men wearing old, dilapidated shoes 
which are a menace to foot health and body comfort. 

We shoe men know that old shoes lose their shape 
and throw the feet one side causing all kinds of foot 
troubles and body discomfort. We also know that 
foot hygiene demands daily changing of one’s shoes. 
We know that shoes must be allowed to dry out and 


What Was Said 


At the N. S. R. A. Convention— 
Highlights as Developed by Lead- 


ing Speakers 


that the same pair should not be worn day in and 
day out. 

I therefore feel that if the 45,000,000 men in this 
country should buy their average of three pairs, it 
would make a purchasing power of 135,000,000 pairs 
to start the season, giving immediately about one 
year’s work to all the men’s shoe factories in this 
country. Just think what this three pairs per man 
will mean to our industry and we all know man needs 
at least this amount. 

Shoe replacement which is long overdue should 
soon help make the wheels of the shoe industry hum 
and the new era in the merchandising of men’s shoes 
has this great prospective, purchasing power to look 
forward to—Who is going to get the business? 
What factories? What retailers? . . . Go to it shoe 
men, go to it. 


By R. E. Sager, Green Bay, Wis. 


I believe that one problem in the small and medium 
store is the fact that the retailer fails to place enough 
emphasis on the arrangement and display of his 
stock. The store is in business for the sole purpose 
of selling its shoes and it must make the prospective 
customer feel close to the shoes. The customer, upon 
entering the store, must be made to feel close to the 
shoes almost automatically. That, of course, is an 
art, but the retailer will be well repaid for the effort 
made in selling. 

The retailer must more and more learn to operate 
on as small an inventory as is possible and wise. Do- 
ing so will increase stock turnover and will eliminate 
the need of taking losses. Keeping your finger on 
your stock will inform you as to the general demand 
for prices, styles and sizes. More sales are lost for 
lack of sizes rather than style and price. In other 
words, the retailer must learn the limits of what his 
customers want and keep stocked for them. There 
is no need of putting in what does not sell, and that 
means sizes and widths also. At this point I would 
like to say that I can see a very great harm in carry- 
ing too small an inventory. That may seem drastic, 
but I want to emphasize that at no time in the history 
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And Who Said It 


of my business, more than at present, have I felt 
that we shoe retailers should carry complete stocks. 

If each retailer bought $500 more, it would spell 
hundreds of thousands of dollars for manufacturers, 
without hurting the retailer. In this period of de- 
pression we must not cut down unduly. Let me make 
a plea here for greater buying by shoe retailers of the 
lines they need. Skeleton stocks on the shelves of 
shoe retailers will not bring back good times. Just 
think of the loss of one sale per day per store for 
lack of size! 


By Steven J. Jay, Detroit 


I see professional men wearing shoes intended for 
a different strata of society. I see office men wearing 
shoes that belong on another type, but then I find 
factory men wearing the wrong type and wrong sizes. 
I say to you men, I AM AMAZED when I think that 
we have worked so hard ON THE IMPROVEMENT 
OF MEN’S STYLES AND THE CONSTRUC- 
TION OF SHOES FOR THE MEN OF AMER- 
ICA for years, and have accomplished so little. I 
find high clases tailors neglecting their shoes. The 
only place where style is close to the heart of the 
consumer is on the campus of our colleges. Here 
is a true interest in style. 

We must arouse our trade to an interest in the 
proper shoes for a man’s personality and dress, and by 
our educational training of our salesmen; by our ad- 
vetrising, etc., hasten the day when shoe salesmen will 
be required to have a certain degree of knowledge of 
the shoe business before he will be allowed to put a 
paw of shoes on the feet of our public. When we 
pick styles that are more suitable for our trade, we 
will then have contributed a real value to THEM. 


By R. Robert Smith, Philadelphia 


Let us awaken to the realization that selling plans 
in the future must come before buying plans. That 
is not easy. Because buying, in itself, is no easy job. 
But it can and will be easier if the selling plan is 
made first. 

And in making that selling plan, let us be aware of 
the wisdom of accurate price lining. Concentrate 
your buying in a few, fast-selling lines. Advertise to, 
display to, sell to—mercilessly, a few winning prices. 
Cut out everything in-between. Stop showing a 
different line of goods at every fifty cent and dollar 
level simply because you fear losing the customer 
who desires a particular shoe at a particular price. 
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“Have you a message? Have you a ser- 
vice? Capitalize it, merchandise it, stand 
by it, and don’t try to be all things to all 
people!”—A. H. Geuting, Philadelphia. 


Boil your selling plan down to those price levels 
which will provide your customer with the widest 
range of goods—the greatest value at a given price. 
Make those goods so attractive, your service so 
appealing and complete—that your customers will 
want your goods more than they want their price. 
And that’s easy. Easy, compared to making a profit 
on a business that hits and misses. A business with 
three dead price lines to every live one. A price line 
—accurately bought to—a price line whose standards 
are carefully planned—thoroughly sold by your ad- 
vertising—will move more goods at a profit than any 
other kind. 

Give your advertising a fair chance to work for 
you. The easy days are over—even for advertising. 
One must turn himself inside out for ideas, for novel- 
ties, sensations. Space is costly, competition is tre- 
mendous. Most shoe campaigns are merely one brand 
against another—a selfish appeal, hard to dramatize. 
We must dig our interest out of the blue sky, and it 
must always be something new. 
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“Let us work and not be like so many who are wait- 

ing and waiting for the Golden Opportunity of greater 

profits and doing nothing to hasten their return.” 
—Steven J. Jay, Detroit. 


The first Open Forum of the National Shoe Re- 
tailers Convention had more fashion meat in it than 
any previous gathering of the trade assembled for 
the purpose of crystallizing the style information, and 
endeavoring to make it practical and profitable for 
the merchant of shoes in service to Miss and Mrs. 
America. 

With the feeling that “the merchant has no room 
for a fashion mistake,” the consideration of dress 
styles and footwear to harmonize was reduced to very 
practical working proportions in the three-hour ses- 
sion the second day of the convention. Chairman 
Geuting opened the meeting by say, “The year 1930 
has been a great training school. There is a new 
year before us. In it we should profit by the fashion 
mistakes of last year. This means extremely care- 
ful buying so that every bit of merchandise has a 
reasonable chance of being sold at a legitimate 
mark-up. By reducing your mark-downs, you can 
turn that loss into a source of profit. These people 
who live by style will try to guide the way. It is for 


Fashion Facts 


W. A. Geuting, Chairman 

John C. McKeon, Chairman, National Boot & 
Shoe Manufacturers Association 
style committee. 

Margaret Hayden Rorke, Managing director, 
Textile Color Card Association. 

Miss Helen Cornelius, Associate Editor, Har- 
per’s Bazaar. 

Mrs. Hamilton Jeffries, Fashion Editor, the Boot 
& Shoe Recorder. 


And Seventy-five Shoe Merchants 


you to interpret their predictions to the size of your 
store in its community.” 

Here are the fashion facts that came out of the 
Forum Session: A rather definite popularity is show- 
ing itself for late spring and summer sale of white 
and white fabrics, such as linens, not only in all-over 
effects, but some of them trimmed with leather. We 
are accustomed to white with black and white with 
tan. A new tendency is toward white with beige. 
The possibility of patent leather in pumps trimmed 
with beautiful buckles is evident. There is no change 
in lasts or heels because of the economic situation. 
This is no time to dump a lot of wood and develop 
new expenses through the introduction of new shoes 
and heights of heels. Surprising interest is shown 
in the demand for suedes for spring, for usually the 
big run is over by December. Combinations of 
suede and other leathers in spectator sport types for 
southern wear are considered, beginning with whfite 
suede and showing style sparkle in the chamois 
shades with brown tips and quarters. Beige and 
champagne effects show a decided place in the sum- 
mer line. 


John C. McKeon 


“I think every shoe that comes into a retailer’s store 
ought to be planned. He ought to know exactly the 
way he is going to exploit that shoe—what he is go- 
ing to do with it. The same thing applies to color and 
everything that goes along with the manufacturing 
and retail game. It is a matter of planning and work- 
ing out the general scheme. 

“Any linen shoe is improved by a toning up, and of 
course the nicest kind of toning up that a shoe can 
get is kid, calf or whatever leather you wish to use. 
The only innovation I can see is the possibility of 
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Feature Forum 


trimming, say a third shoe; call it tan for the first, 
black for the second and the third shoe with a light 
beige or some contrasting color that will go along 
with the white.” 


Miss Helen Cornelius 


“T find that there are five important groups to be 
considered in a woman’s wardrobe this spring: 

. The active sports group. 

. The spectator and town group, which may be 
classed together. 

. The afternoon group, which must be divided 
into street and formal or at home wear. 

. Evening. 

. That ever-increasing one, pajamas for leisure. 

“There are the four or five important groups of 
fabrics. Woolens, we believe, are very important, and 
that includes that little, light-weight woolen dress 
that we believe will be quite a factor in the woman’s 
wardrobe this spring and that will demand a certain 
type of shoe. 

“There is a tendency for mannish materials in the 
woman’s mode for street wear and for spectator 
sports. This does not mean that there will be a 
masculine silhouette; on the contrary, it is still very 
feminine, but we believe that this introduction of 


mannish materials will develop as the season pro-. 


gresses. 

“That will mean suits and dresses—costume 
dresses that will be worn without coats. It will also 
mean that combinations of materials will be used, 
such as the striped trousery effect that men wear 
with plain coats. There are several suits which intro- 
duce that combination, and also the plaid and the 
check with the plain material. 

“With these large groups of woolen materials, we 
believe that the trim, neat, tailored, medium-height 
heel shoe will be avery important one to consider in 
your stock. That will include the pump, pump type 
and the modified oxford, of course, with possibly 
some one-straps, and both the leather heel and the 
covered heel, depending upon the character of the 
material in the costume with which they are worn. 


Mrs. Margaret Hayden Rorke 


“Blues! What of blues? I agree that you must not 
forget that you can over-do blue. But here is the 


normal thought: Blue is being sponsored and is 
being worked by all of the basic industries—the silk, 


“Shee replacement, which is long overdue, should soon 
help make the wheels of the shoe industry hum.” 
—Jesse Adler, New York. 


the woolen, millinery, garment industry ; all have blue 
in their minds and are preparing for blue. 

“The nautical note of fashion brings out blue. 

“That is why I think of the blue shoe, because it 
is the proper thing to wear with the blue print, the 
blue tailored suit, the blue ensemble. 

“Beige! There has been quite a little discussion 
of beige. I have faith in beige. I have faith in it 
because there is a normal evolution to beige, and you 
are going to get it this year. I believe strongly that 
beige will be used just as this neutralizing factor that 
vou have heard about. 

“We want the neutral tones because of this very 
sense of color—more color coming into the picture. 
We must have neutralizers, and beige, I consider, 
will be one of the very smart neutralizers for multi- 
color effects as well as in the tonal effects which beige 
brings in. 

“We have the half and half movement in contrast 
and that is very sharp, very decided contrasts where 
one almost thinks of the costume as half. In this 
illustration: White sports dress, very smart short 
jacket of a brilliant color; the hat of the same color; 
the shoes white. You get the absolute half and half 
effect.” 

In the open forum which followed, a combat be- 
tween speaker and audience, little details of fashion 
were argued, but in the main, the general broad pic- 
ture as painted above, was given the O.K. of the 
meeting. The specific shoe making details, Mrs. Ham- 
ilton Jeffries, fashion editor of the Boor & SHoE 
RECORDER, conveyed through speech and charts—a 
story well worth reading in an early issue of the Boot 
& SHOE RECORDER. 
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Rise and HERBERT N. CAS- 
Walk SON, editor of 
Efficiency Magazine 
* of London, takes a 
look at America, and 

says: 

“You are depressed. You think 
you are crippled. You are afraid 
of the future. You are full of 
fears. 

“You have half the gold of the 
world and half of the machinery 
and most of the automobiles and all 
of the skyscrapers. 

“You have the greatest home mar- 
ket in the world and the largest 
corporations that the world has ever 
seen. 

“You are ruled more by ideas and 
less by tradition than any other 
people in the world. You have 
usually done what you thought you 
could do. 

“How can it be possible that a 
progressive nation of 120,000,000 
people can be wrecked by the specu- 
lations of a little handful of fools 
in Wall Street ? 

“The prices that were forced too 
high had to come down. Today all 
the prices are too low. 

“There is now a golden oppor- 
tunity for every man who has eyes 
to see it. 

“Dollars are now being sold for 
30 cents. Practically every security 
in the United States is now being 
sold at less than its value. 

“The way to create a fortune is 
to buy from pessimists. Pay your 
money and take the risk. 

“Frick started his career by buy- 
ing coke ovens in the slump of 
1873. Carnegie made $300,000,000 
by buying steel plants in the slumps. 

“Hundreds of fortunes have been 
made by buying from pessimists. 
Ye gods! what a chance there is at 
this moment ! 

“In five years from now most 
American business men will belong 
to the ‘I-Wish-I-Had-Club.’ 

“Then it will be too late to buy a 
dollar for thirty cents. The oppor- 
tunities will be gone. 


“When a horse balks, the balk is 
in his head, not in his legs. He 
moves on when he thinks he will. 

“And when an American business 
man is depressed, the slump is in 
his head. There is nothing serious 
to prevent him from making money 
if he thinks he will. 

“When fear rules the will, nothing 
can be done, but when a man casts 
fear out of his mind, the world be- 
comes his oyster. 

“To lose a bit of money is nothing, 
but to lose hope—or lose nerve and 
ambition—that is what makes men 
cripples. 

“This silly depression has gone on 
long enough. Get rid of it. It is 
inside of you. Rise and walk.” 


Shop HERE we are ten 
Sign Posts days into another 
year. The year 
a 1930 is a thing of 
the past, a tale that 
is told. Nothing that you can do 
about it now. I hope the old ledger 
showed a balance on the right side 
for all of you, but whether it did 
or not, its done, finished, ended. 
The record is written. Stet. Let 
it stand. 
Somewhere I read this quotation. 
“We blaze a trail almost from the 


cradle to the grave and we can al- 
ways find our way back along the 
trail of life by the sign posts of 
memory.” Whether you realize it 
or not, you set up a lot of sign 
posts last year. They are there and 
if some of them point in the wrong 
direction it is too late to do any- 
thing about it, so far as last year 
is concerned. But how about going 
back over the trail and straighten- 
ing up the crooked ones and if any 
of them were set up askew, seeing 
to it that for 1931 they point straight 
ahead? 

What are some of those sign 
posts? Well, let’s see. 

What was your own personal at- 
titude last year? Were you in be- 
hind, pushing, or were you out in 
front, leading? It seems to me that 
there is nothing worse for the 
morale of a store than a querulous, 
fault finding, fretful boss. Maybe 
things were hard, maybe you were 
worried about meeting your obliga- 
tions, but surely those things could 
not be helped by hammering at the 
salesforce. Maybe they felt a little 
worried and uncertain, too. Air- 
planes did not begin to make the 
marvelous records for speed until 
they took the propellers off the back 
and put them on the front end of 
the plane. If you want a horse to 
pull a heavy load, you hook him up 
in front of the load. He could not 
push it from behind. 

How was your store morale last 
year? What is it going to be this 
year? I can tell you. It is easy. 
It is going to be just as good as 
your leadership. Not one bit bet- 
ter. To paraphrase an old saying, 
“an ounce of example is worth a 
pound of precept.” 

How was your buying last year? 
Did you buy from a careful budget 
of pairs and keep those purchases 
strictly within the bounds of the 
budget or did you occasionally buy 
additional lines because of a pretty 
pattern or because you liked the 
salesman? If you made such addi- 
tional purchases, did they add to 
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ASK ME ANOTHER 


—Why are you so hopeful regarding business prospects for 


—Because of my understanding of the operation of the law 


—How do you apply that law in the present case? 


—There is a definite law of diminishing returns; there is like- 
wise a definite law of increasing returns. In 1929 business 
profits were obtained on an inflated cost and overhead basis. 
As a result we have been enduring the law of diminishing 
returns for over 15 months. Now we are ready to work for 
profits on a deflated cost basis. It is my opinion that profits 
may be surprisingly interesting by the end of 1931. 


Yaw 6 Te 











your balance in the bank, or did 
they add to the lines of broken 
sizes at the end of the year? That 
naturally leads up to another ques- 
tion. 

How many possible customers 
walked out of your store last year 
because you did not have the size? 
Do you know? Have you any rec- 
ord? Wouldn’t it be very valuable 
information if you had? 

I stood in a store only a few 
months ago and heard a salesman 
say to the buyer, “We haven’t a 
pair of size 6 B black kid shoes in 
the store.” The buyer answered, 
“Nonsense, we have plenty of black 
kid shoes, more than we’ve had for 
years.” The salesman said, “Oh, 
we have pleniy of styles, but we 
haven’t size six B—what shall I 
do?” What could he do? The cus- 
tomer walked out. 

At least one of the sign posts for 
this year should read, “This way for 
your size. We have it.” 

The customer who wants shoes, 
wants first of all the correct size— 
it is essential. 


Boot AND SHOE RECORDER 


Directional HOW about the 
sae advertising sign 
Advertising post? Was it al- 
> ways pointed in the 
right direction? Or 
was it, as all too much shoe advertis- 
ing seems to be, sort of bias, pointing 
in so many directions that the reader 
was confused and lost interest? 
How about a new advertising sign 
post this year that points straight 
ahead to some one definite thing 
and tells that one story so clearly 
that he who runs, may _ read. 
Wouldn’t it be a good idea to get 
out the copies of all last year’s ad- 
vertising and study them? If you 
had them to do over again, would 
you do them in just the same way? 
It seems to me that a great deal 
may b e learned from such a study. 
For this year, why not an advertis- 
ing budget, based on some given 
percentage of sales, carefully worked 
out in advance by months and weeks 
and apportioned among the different 
forms that have proven best by past 
experience? 
Did you have such a sign post 
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as, “THIS WAY OUT" last year? 
What I mean by that is just this. 
How many people left you store 
last year, without buying and never 
to return because of poor service? 
Or because you stood too rigidly on 
your rights in the matter of a small 
adjustment. You can easily take a 
piece of paper and a pencil and 
figure out how much it cost you to 
attract new customers, but just how 
much time and thought and energy 
did you spend on holding the old 
ones? And how much of your ad- 
vertising dollars did you waste by 
not having your salespeople posted 
on the thing advertised? It is no 
unusual thing to go into a store for 
some advertised article and find that 
the sales person knows _ nothing 
about it. I have had that experi- 
ence more than once and you no 
doubt have, too. Whose fault is it 
if it happens in your store? How 
many broken promises? How many 
little courtesies that you might have 
shown, but just didn’t think of? It 
is so hard to get customers and so 
easy to drive them away that it 
seems to me there ought to be a 
big sign post for this year some- 
thing like this, “WE VALUE 
YOUR FRIENDSHIP.” 


Winter Goods THIS has 
been one of 


at Winter Prices , 
the mildest 


> winters on 
record in 
many parts of the United States up 
to Christmas. Without doubt the 
public has held off buying shoes to 
the extent of literally and actually 
many hundreds of thousands of 
pairs. There never was a better sea- 
son to put into practice the principle 
of common sense—sell winter goods 
at winter (not cut) prices. 

The vast majority of people do not 
buy shoes until they need them. Need 
for winter shoes has been largely ab- 
sent up to date, but rough weather is 
about due when folks will need stout 
footwear and will pay for it. 





Style Show at Detroit Sets New 


Retailers attending the twentieth 
annual convention of the National Shoe Retailers 
Association witnessed a different and the most elabo- 
rate style show ever presented at any of the previous 
conventions. 

The Pageant of Footwear Styles. held Detroit’s 
colossal auditorium seating 5000, was given on Sun- 
day, Monday and Tuesday nights and Wednesday 
matinee. 

Detroit unquestionably surpassed everything ever 
attempted and both manufacturer and merchant 
lauded and applauded this supreme effort of the 
N. S. R. A. in setting a pace for style shows that 
will stand for some time to come. 

The curtain rose on a gorgeous setting having for 
a center piece Dame Fashion, whose flaring skirt oc- 
cupied the entire stage. From beneath the folds of 
the skirt the models emerged to parade on a run- 
way that extended down the center of the auditorium 
and around the orchestra circle permitting every mer- 
chant a close-up view of each pattern modeled. 

During the brief intermission following the first 
promenade weli known stylists presented informal 
talks on style. Sunday night Miss Margaret Case, 
fashion editor of Vogue, spoke, and at the three fol- 
lowing performances Miss Helen A. Cornelius, fash- 
ion editor of Harpers Bazaar, addressed the audience. 

Complete revision of the stage setting was effected 
for the entertainment features, which were of a 
superb nature. 

All of the acts were of unusual character, hav- 
ing been featured in Broadway shows or starred 
in the talkies. They rocked the audience with laugh- 
ter, exicited it to applause with dancers that capti- 
vated the large audience. It was a show worth $2, 
to quote one of the pay customers. The second 
promenade of models displaying semi-formal after- 
noon and evening wear, had for its theme song “The 
Old Lady That Lived in a Shoe,” and what a shoe 
it was! It was a curtain that covered the entire back 
stage. The gowns worn by the seventy-five models 
were the very essence of spring in style appearance and 


color. The smartest dress shops of Detroit furnished 
the wardrobe worn by the models. 

Too much credit cannot be paid to Ed. Beck, who 
has in the past directed the N. S. R. A. style shows 
and who developed this magnificent performance, the 
like of which shoemen have seldom seen. 

The models were personally attractive, well trained 
and beautiful. The entire show was one that caused 
congratulations to be showered on Chairman V. V. 
McBryde of the style show committee and the N. S. 
R. A. officials. 

The footwear displayed was divided into prom- 
enades—the first showing sportswear and the re- 
lated types together with street and daytime styles. 
In this group new expressions of the Prince of Wales 
oxford, a clever aviation boot, a jodphur and the 
active sports oxfords featuring drop heels and rub- 
ber soles were displayed. 

Perforated oxfords in elk and brown tones in lower 
heel types were worn with mesh hosiery, which will 
be manufactured for popular price consumption. 
These shoes exploited the smaller tips and the new 
line of the moccasin vamp. Diagonal eyelets were 
shown on some of these shoes. Saddles were less 
heavy and much of the punching was carried in the 
apron of the shoe. These patterns were carried out 
in all-over white and white and blue, also white and 
black. Buck showed very strongly in the display of 
shoes of this character. Spectator sport shoes were 
displayed in varied combinations of brown and biege, 
white and stroller tan, white and black and neutral 
tones with beige trims. Here again the tips and 
quarter trims were suggested by brogueings and band- 
ing in refined lines and patterns. The all-over punch- 
ing without design is not as effective in this type 
shoe and pattern punches carefully placed and dis- 
creetly used. 

Dark brown with reptiles, buck with calf and kid 
skin, and the all-over buck shoe with punches and 
underlays were freely displayed. 

Great attention was paid to heel heights and con- 
tours in both covered and built-up heels. The lasts 
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High in Fashion Presentation 


seem a trifle fuller through the ball, reminiscent of the 
old barrel lasts. Fabrics in plain and novelty weaves 
were shown in base materials. Chamois colored buck 


shoes with tips and quarters of darker calf were re- 
lated to the costume by the chamois colored pull-on 
gloves. 


Streetwear and Walking Styles 


Blue piped in white or gray, all-over or with reptile 
trims were shown for street wear. Dark navy and a 
brighter tone seemed to be favored by most of the 
manufacturers. Next choice seemed to be beige clair, 
preferred either in combination or all-over with dark 
brown pipings and underlays. The open shank pump 
and the airy oxford were shown in these colors and 
in some instances the open shank oxford was shown. 
Second preference to biege was putty beige, which is 
a more medium tone and described by fashionists as 
an early seller. Some green and combinations of rep- 
tile and brown kid followed all-over reptile oxfords. 
Black kid was shown, as was black patent—the kid 
being featured in open oxford types but of the street 
and daytime character, while patent leather was shown 
in strip pumps, center buckle one-straps and sandal 
types. 

Afternoon and Semi-Formal 


Afternoon and semi-formal footwear showed a 
great tendency to open shoes. The open pump with 
stirrup shape cut-outs and the very dressy one-strap 
kid skin shoe of dark blue and black, piped with white 
or pale biege were pronounced in the custom-shoe- 
making field. 

Never before have the afternoon shoes been so 
beautifully constructed. Perfection of pattern, im- 
portant details on vamps and cut-out expressions and 
the new quarter line which adapts itself so well to 
vertical decoration are all expressive of this new 
afternoon mode. This new. development has. been 
brought about by the airy dress lines of the new chif- 
fon prints used so profusely for informal bridge and 
afternoon parties. These sandals come in neutral, 
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By MADAME HAMILTON JEFFRIES 


white with color, black patent leather, some vivid reds 
and greens, according to the taste of the individual. 
It is exploited, however, by fashionists that the neu- 
tral biege or the black patent sandal will be the major 
choice because of the fact that many prints are riot- 
ous in color. 

Many of the fabrics in neutral colors are using the 
self-tones for trimmings, while others are using vivid 
contrasts in sharp pastel. The new note of pastel 
and vivid colors combining with white in garments 
and a third color allows a great latitude for the retail 
merchant in the selling of dress and shoe combina- 
tions. Practically every dress has its contrasting 
jacket. The glove, shoe and belt may be matched. 
The hat, bag and shoe may also be harmonized. Or 
the shoe may be in direct contrast to a two color 
frock, this mode exploiting the three color ensemble. 


Mules and Pyjama Slippers 


Mules and pyjama slippers shown in sandal expres- 
sions were displayed in brilliant colors combining two 
fabrics of different surfaces, such as satin and bro- 
cade, crepe and velvet and oddly patterned fasonné. 
Gold and silver quarters were used with brocade 
vamps for the more sophisticated or lounging slipper. 
Sandal patterns were for the most part developed 
from the ancient Grecian and Roman designs. 


Evening Slippers 


Evening footwear was profusely shown with em- 
broidered vamps, dyeable crepes with gold and silver 
trims, multi-colored brocade and tissue and _ tinsel 
cloths. Simple lines, discreetly trimmed, were empha- 
sized with correctly proportioned buckles of square 
motif. Dresden effects, pale, pink and blue and old 
ivory backgrounds, and dyeable material which reveals 
two tones from the one dye were displayed frequently. 
The large buckle for the crepe dancing pump was 
shown with the sophisticated frock and the all-white 
shoe was used with the all-white dress, which is a 
Paris note to be adopted as a vogue in America. 

















W. H. Barrett, Chairman of the 
Board, Tanners’ Council of America 
and President of Barrett & Company 
—started as a leather merchant and 
became a successful tanner—brains 


Back of the 


Stands the Leather Industry 


with all its Resources, Me- 


chanical, Financial and 


Human 


This is undoubtedly a time 
of testing—long months of depressed business back 
of us. Here we are for a trial meet, the shoe manu- 
facturer to show, and the retailer to pass judgment 
and choose. You are all champing at the bit, and 
pawing the air ready to go. Any long story on my 
part would be out of place, as you are all impatient 
to get at the main business at hand. However, as 
spokesman for the leather trade, I speak for a very 
interested party in all your transactions. I bring 
greetings and assurances of interested support from 
all of the leather manufacturers of America. 

What I have to say can be expressed in three 
figures : 

First—The total value of leather and all products is 
approximately two billion dollars ($2,000,000,000). 

Second—The total value of leather is a half billion 
dollars ($500,000,000), eighty per cent (80%) of 
which goes to the shoe trade. 

The third figure is a figure of speech, “BACK OF 
THE SHOP WINDOWS.” 

I mean particularly back of your shop windows 
stands the leather trade, with all of its resources, me- 
chanical, financial and human. 

When I think of shop windows with their lights, 
their crystal and their glass, in which are displayed 
the finest products of industry, an image instinctively 
comes up before my eyes, and it is a sparkling, shim- 
mering sheet of water going over the spill-way of a 
mighty dam, a thing of beauty and delight, back of 
which is the turgid stream flowing ceaselessly to that 
point. 

So it is with the shop windows. They are things of 
beauty, but those who have the imagination can see 
back of those shop windows the steady flow of in- 
dustry, taking rough, unsightly raw materials and 
creating them into the things that society needs and 
wants. The major portion, 80 per cent, of all the 
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Shoe Shop Windows 


leather made must find its way into boots and shoes. 
Taken as one unit, the shoe manufacturers and shoe 
retailers are our greatest customers, and I come here 
in the hope that I may leave with you a sense of our 
interest in supplying to the shoe trade the kinds of 
materials wanted, and in the quantities wanted. 


We, of the leather trade 
stand ready to serve you without stint or limit. 
It is the job of all of us, the leather manufacturer, 
the shoe manufacturer and the retailer, to shoe the 
American public in a way they have never been 
shod before, with shoes that are so attractive in style 
and taste and adequate to the needs that they will be 
irresistible. 

In this trinity of interests, as I see it, it is the re- 
tailer’s job, with all the imagination at his command, 
to glimpse the present needs and divine the unex- 
pressed desires of the consuming public. 

The shoe manufacturer’s job is to fashion and fab- 
ricate such shoes as will more than meet the expecta- 
tions of the retailer. 

The leather manufacturer’s job is to gather from 
the ends of the earth the best raw material, and by 
the best scientific methods, convert those hides and 
skins into the kind of leather that will best meet the 
expressed desires of the retailer and the shoe manu- 
facturer ; nay, he must do more, he must surprise you 
with his skill in producing better than you had hoped 
for. 

Little by little, the leather manufacturer is doing 
this. Relatively, it is but a few years ago, when the 
great bulk of the leather produced was black leather. 
Little by little, we entered the field of color, and 
ever since color has been available in all its hues. 
Little by little, we are now enter- 
ing the field of design, and we 
are conquering it, too. All of 
this is possible by the advance 
of science. What is _ science 
but the ascertainment of facts and 
how those facts work? The 
leather chemist has made his con- 
tribution within the individual 
leather plants. The leather trade, 
as a whole, has established its Re- 
search Laboratory at the Univer- 
sity of Cincinnati, for the sole 
purpose of finding out the facts 
and how they work; those facts 
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By W. H. BARRETT 


and the working of these facts later to be applied 
within the producing units of the industry. 

The leather trade is one of the oldest industries of 
man, and along with our trade heritage of knowledge 
—which has been very considerable — we have in- 
herited much of superstition and magic, in other 
words, unexplained facts and seemingly inexplicable 
facts. We did certain things because they produced 
results, not knowing how or why. For example, tan- 
ners have known for centuries that after the liming 
of the skin to remove the hair, better and more sup- 
ple leather was produced by treating the unhaired 
skin out of the limes with an infusion of dog manure, 
or hen manure. Only very recently the scientist told 
us why and how that dog manure worked, and pro- 
duced for us the active principle, an Enzyme, now 
handed to us in barrels of clean corn meal, thoroughly 
standardized and efficient. 


) * retailers have inherited 
your trade from the dim and distant past. From 
the East have come the traders, the magicians, the 
medicine men, plying their trades in bazaars. Travel- 
ing westward, their methods have slowly changed. 

One need not be very old in America to remember 
the days of Fire Sales, when out of the magic of mis- 
fortune and disaster, bargains were offered. We are 
now in the midst of the magic of Anniversary Sales, 
when the shrewd, psychological suggestion is made 

[TURN TO PAGE 67, PLEASE] 


ME. BARRETT, as a representative of the tanning industry, 

speaking to the shoe retailers of the country at the con- 
vention of the National Shoe Retailers Association in Detroit 
this week, pointed out some most significant facts. Every 
shoe retailer in the land can swell with pride at the knowl- 
edge that the value of only one of the raw materials that 
go into the product he sells, amounts to $400,000,000 a 
year, a staggering sum. 

of the merchant, what is “back” of his business. 


It helps to visualize in the mind 
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35,956,000 PAIR 


80'2 BILLIONS 


Business Finds Its Balance 
Shortage of ‘30 Offsets Surplus of 29 


ladustry is convalescing from its 
economic indigestion. The surpluses in all lines of 
industry of 1929 have been largely consumed before 
the calendar change into 1931. 

In 1930, the one cure for an overloaded supply of 
things was an entire year of light diet in everything 
from iron ore to corporation securities. We are 
reaching, in the early days of 1931, averages of nor- 
mals, corrected from the high peaks of ’29 by the low 
valleys of 1930 and a resumption of steady produc- 
tion and consumption is evidently ahead in 1931. 

The Industrial Consultant of the United Business 
Publishers, John H. Van Deventer, has made a 
thorough study of the production surpluses of 1929 
and in his belief they are now largely liquidated. He 
feels that we are on the way back to normal. The 
charts on this page illustrate the fact that we are 
pretty nearly ready for normal feeding, after the in- 
dustrial illness of the past. year. These charts show 


4,193,000 Te 


Surplus 

above normal 
1929 Sirinths 
1930 Pohonths 


Deficit 
below normal f& 
3,497,000 TONS 





6,109,000 TONS 
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how the deficit in production below normal in 1930 
have substantially wiped out the excesses above nor- 
mal as of 1929. Mr. Van Deventer considered as 
normal the average rate of progress of all our manu- 
facturing production of 1924 to 1928 inclusive. The 
only true figures available were for the nine months’ 
period of production in 1930, which he has compared 
with the production of the nine months’ periods of 
1928 and 1929. 

His conclusion is that deficits in consumption dur- 
ing the past year, 1930, practically balance the ex- 
cesses of 1929. Here’s how he arrived at his con- 
clusions: 

“The average increase in Combined Production 
over the four-year period of normal business preced- 
ing the inflation period of 1929 was 214 per cent per 
annum. This is due to the population increase, aver- 
aging 1% per cent plus a 1 per cent increase per 

[TURN TO PAGE 61, PLEASE] 


88,677,000 YDS. 
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Check These Points With Us... 


DAREX INSULATING SOLES 
OFFER THESE PROVEN ADVANTAGES 


Approved by business men for comfort and wear. 


Long before you ever heard of Darex Insulating Soles we outfitted a 
number of business men, professional men, postmen, policeg§en and 
salesmen with them. We wanted to give Daréx Soles the m@&t severe 
“wear test’’ we could devise. After months of use on harg§city pave- 
ments these soles were returned tous for inspection. Thé@gr durability 
had far exceeded our expectations. And, to a man, thegg” men agreed 
that Darex Insulating Soles were the most comfortablg@vthey had ever 
worn. They insist on them today. 


By noted golfers, marathon runners, yachtsmen and p@tticipants in other 
sports for their non-skid qualities, comfort, waterpg@pof features, etc. 


Sportspeople are supercritical of their footwear. MWe thought it quite a 
tribute to Darex Insulating Soles when both pggfessional and amateur 
sportsmen and sportswomen wrote us enthusiggstic letters about these 
soles — particularly emphasizing how gratef@y they were for a smooth 
sole that was slip-proof and waterproof. Ingmientally, Darex Soles were 
worn by the entire crews of leading co ders in the Bermuda and 
International Cup Races. 


By stylists and fashion experts for sty 


The leading style connoisseurs are praising Darex Insulating Soles for 

their smart appearance — exquisite Amede finish and cleverly ingrained 

practicality. More and more are thesg$@les appearing on smart footwear— 

» wherever fastidious people gather, their strenuous social activities. 

» Here, although style must be forgmmost, comfort is appreciated. Darex 
Soles offer both in perfect co ation. 


eading manufacturers forAige on fine footwear. 

i comes to us from the@f—ctories that Darex Insulating Soles have 
extremely practic bm a manufacturing standpoint. Their 
lightness, resilie and pliability make them ideal soles for 


ers for re nd profit possibilities. 
D g So ave been most successfully featured on Fifth 
Avé ot art shopping areas throughout the country. 
Best wfreported that their shoes with Darex Soles estab- 
lished “a or a new line of shoes— 18 pairs in one day. 
Everywt mmedern soles have been featured they have appreci- 
ably increé 's and brought customers back for still further sales. 


May we send complete details? 


DEWEY AND ALMY CHEMICAL COMPANY, Cambridge, Mass. 
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About Boys! | 


@ THEY GO RIGHT ON 


ee Boys shoe business can 


Na oe oe OE CEE & RON as) be had—and in normal pair volume. 


But Mother is in an earnest, value - seeking 


AND GETTING mood. She hasn’t changed her ideas about style and fit 
and quality one bit—but she expects lower prices. Refusing 
THEMe BUT to recognize this MOOD of the public, is like sticking your head * 
in the sand. The way to profits NOW, and to a secure position apF 
WHERE? * later is to give them more for /ess. @ We are heartily practicing what we * 
preach. Our manufacturing and executive resources have been organized thit 
to make shoes \that give the retailer the most tremendous comparative shoe oe 
values in shoe history. The ‘‘Brownbilt Big 3’’ line of Genuine Goodyear Wells ] 
for boys, part of which is illustrated in this issue, is an object lesson in value ne 
giving. The suggested retail price of $3.00 will undoubtedly give your public more 
for less. And the wholesale price allows a normal mark-up. Make up a mail order now. enj 
for 


ix it in your mind 





Brownbilt The “Brownbilt Big 3’ line of Goodyear Welts for boys is composed 
Ric be of bright, new up-to-the-minute patterns, assembled to meet the 


differing demands of taste, occasion and service. @ @ Materials are 
for boys 


carefully selected to stand the punishment they are sure to get. The 
Genuine GoodyearWelts 





upper leather is our own tannage. The soles, heels and counters 
are 100% solid leather. Thread and linings are exceptionally 


good. @ @ All are Genuine Goodyear Welts, and workmanship finish and inspection 





are equal to that of the higher priced grade. @ @ Two very popular lasts are used. The 
Wide Boy affords easy fit and comfort—the same last as used in the Buster Brown factory. 
The Ace, a recently adopted last, is slightly narrower, fitting into the style 


trend toward a modified toe. @ @ All in stock. Your mail orders are filled immediately. . 





* 


This is the third of a series 
of seven messages to retail- 
ers, telling of NEW shoe 
lines, intelligently planned 
to meet the present situation 
in the shoe business. Anoth- 
er will appear next week 


_ fan 
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| Capitalize Your SERVICE 


President A. H. Gueting Hands Out a Wealth of 
$ can | : Good Advice in His Annual | 


ime. ion Address at Detroit 


king 
id fit T 
ising his has been a strenuous year at least, to know. that we are approaching a year in 
not ay in the shoe business, but in all businesses. In which we will not be matching daily sales with 1929, 
head spite of all. the activities and energies that have been known ‘as the greatest ‘year in our retail history. We 
ition applied, from President Hoover on down, we have not will therefore, in 1931, feel a little more hopeful when 
been able to restore the full confidence of business as we approach or better the past year. This thought 
yet. But we can say with reasonable certainty that alone will give business.a favorable aspect from the very 
‘ized things have been shaken down to the point where we _ start. 
think we have reached bottom. And the ball of busi- There has been a great deal of liquidation all along 


it We 


shoe ; ; : ne: : 
ness will soon be on the rebound. the line. We have’ reason ‘to believe it will continue 

Velts Nineteen thirty-one, I believe, is opening a door to a through January and February. The business tree is 

alue new business era, which will establish new hope. A _ being trimmed of’everything burdensome and unwhole- 


development is about to take place in business that will some to its future’ growth. At times like these, the 
lay.a foundation for something better than we have public discards everything that is inefficient—the inef- 
1OW, enjoyed in the past, which will be more sound and based ficient employee, merchant, manufacturer, banker. All 
upon better’ business principles. Principles which were those who have had no really good foundation or knowl- 
forsaken during the last boom. It will be comforting, edge of their particular pursuit will be eliminated. And 


ee 
business CAN be had 


sed S, Bi to retail at “3: Quality and good ap- 


nore 








pearance at a low price 


the makes this ‘‘ Big 3’’ 

a jet black oxford with 

are peat ns NN rubber heel and oak 

AN sole an excellent boy’s 

he Y number. Goodyear 

' % - os welt. 

—_ . f . an Va _ Boys’ C and D widths, 
> ‘ > 2% to 6, $2.15 

ly o ) a fi X .~ Youths’ C and D widths, 
, § ‘ : / 121% to 2, $2.00 

- & , E-144 — Same in a popu- 


lar tan shade. 


, a, Py don't Forget eo. 
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all unsound business practices will be cast off. The 
sound and efficient merchant will be left in command. 
This elimination, coupled with the constantly increased 
population (a new customer every twenty-three sec- 
onds), with further help to encourage the remaining, 
dependable merchants in 1931. 

The N. S. R. A., I am happy to report, feels itself 
more confident. As an organization, it is stronger and 
more powerful in its influence with every year since it 
was first organized and inspired by our President Emeri- 
tus, Andrew C. McGowan. In direct membership, it is 
not as big as it has been—due to the fact that all na- 
tional associations are patterning themselves upon the 
United States Chamber of Commerce, with leadership 
influence more important than numbers. Every mem- 
ber of the N. S. R. A. answering the Detroit roll call 
is virtually a member of the Reserve Officers’ Training 
Corps of the Shoe Industry. In case of emergency, 
these properly trained merchants and leaders can recruit 
overnight companies, battalions and regiments of fel- 
low-merchants to fight any legislative or economic battle. 
There isn’t a shoe retailer in the United States so asso- 
ciated who is not vitally interested and enthusiastically 
co-operative in the welfare of the N. S. R. A., the parent 
organization, of which he regards himself a part. 

The N. S. R. A. recognizes that there are four main 
established systems for the distribution of shoes in our 
country : 


adds insurance to the purchase. 


1. There is the master shoe store in demand in every . 
community of size in this country, when properly con- 
ducted. The management of this store must be expert 
in every branch of the shoe business, familiar with the 
task of organizing its personnel to a scientific fitting of 
shoes, which requires a certain knowledge of good foot- 
health and strength, a knowledge of leather and shoe- 
making to that degree that enables them to dictate and 
detail such shoes to the best advantage of their con- 
sumer, and to have a first-hand knowledge as to style 
and fashions of the day; a store that may grant credit, 
provide delivery; in short, have first-class service that 
American retailing has well established. Such a store 
must be, above all, a service store; a store of authorita- 
tive knowledge, and a shoe guide to the community. 
Such a store cannot do otherwise than to merchandise its 
service, for service adds to the value of the shoes. It 
Therefore, he cannot 
be guided by the set prices of other dealers. The 
master shoe store must have freedom of price. Shoes 
cannot be worked out to perfection by being limited to 
fixed prices. Price freedom is essential to a master shoe 
store’s best service. Neither can such a service be me- 
chanically unified because of the scientific methods pe- 
culiar to each institution of this kind. The master store 
is the jewel of shoe distribution—America’s favorite. 

2. Often adversely criticized is the chain store, but it 
has its proper function and does a good job in its limited 


ie tc te cent tee 


Ix it In 


Sell both runs 1214 to 2 
and 214 to 6 


Another black ‘‘ Big 3’’ 
with a fancy tip and stitch- 
ed perforated quarter. It 
has a leather heel, with an 


oak sole. Coodyear welt. 


Boys’ C and D widths, 24 
to 6, $2.15 
Youths’ C and D widths, 244 
to 2, $2.00 


your mind 


- 2 


E-146 
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field. It narrows a shoe stock to a minimum as to sizes, 
widths, and styles. It reduces its salesmanship to a me- 
chanical basis. Under this system, high-grade merchan- 
dise, with its various complications, cannot be sold. 
Usually, the chain store adopts a catchy price appeal. 
It draws many from the great masses to its stores on an 
almost “serve yourself” basis. By this method it is pos- 
sible to effect certain economies, thus cutting the over- 
head of the master shoe store approximately 10 per cent. 
This service answers the purpose of many, but cannot 
make an appeal to the more particular customer who de- 
sires special attention, individuality, personal service, 
practical advice, credit, insurance, proper fitting and de- 
livery, and the manifold attentions that are demanded 
by this class of consumer. The chain store is a child of 
mass production, 

3. Next comes the subway store—a legitimate outlet 
for the mistakes of the industry; mistakes in regard to 
style, buying, lasts, patterns, overestimation of demand 
—the distress merchandise of the nation. These shoes 
cannot be wasted—they must be disposed of. There is 
always somebody to buy them at a price. Therefore, the 
bargain store has a legitimate place in the distribution 
of shoes. The subway store is the incinerator of the 
errors and anarchy of production. 

4. Then there is the mail order idea. Its special ap- 
peal goes to a consuming class in remote sections, 
smaller towns, where people desire to contact with our 


Sell both runs 1214 to 2 and 214 to 6. at ¢$ 
NN A composition **Won’t Mark Sole”’ is featured 


on this ‘ 
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great centers through the use of the catalog. Distribu- 
tion of this kind sometimes can be done quite econom- 
ically, because they have to confine themselves to a limited 
field, a low price, and standardized styles. The mail 
order system is a child of the correspondence school. 

In describing these various methods of retailing shoes, 
I have endeavored to classify them, so that their opera- 
tion might be clearly understood, with the idea of calling 
the retailers’ attention to the fact that you cannot suc- 
cessfully serve all of these methods in one store. You 
must select your plan of merchandising and not be 
bothered about the other man’s. Every method has a 
definite service to perform for its community. What- 
ever service in these lines you select, be an expert in it, 
be efficient in it. And don’t demoralize your plan by 
endeavoring to adopt the other man’s plan, for you 
cannot successfully serve two masters. 

Why should a master shoe store be bothered about the 
chain store with its catchy fixed price Why should a 
chain store be bothered about the bargain shoe store with 
its clean-up prices, and why should either of these sys- 
tems pay any attention to mail order houses, with their 
standardized merchandise sold by mail. Let me impress 
upon you, it is a simple case of minding your own busi- 
ness. Have you a message? Have you a service? 
Capitalize it, merchandise it, stand by it, and don’t try 
to be all things to all people! 

How are we to approach the problems which 1931 is 


‘Big 3’’ number. Attractive tip, pinked 
and perforated quarter. Goodyear welt. 
Boys’ D width, 2% to 6, $1.90. 
Youths’ D width, 1214 to 2, $1.75. 
E-167—Same in a 


popular tan color. 


don't forget e e 
business can be had 








certain to produce? Are we going to continue with the 
same bad practices which have put us in trouble? Are 
we to end on the bigger mortality list predicted by 
R. G. Dun? In short, how can we make 1931 finan- 
cially successful and healthier? This I shall try to 
analyze for you in the light of modern economics. First, 
government statistics show. that the purchasing dollar 
has advanced to $1.30. -In short, living expenses are a 
little over 20 per cent less now than they were a year 
ago. Second, a careful survey of the country reveals 
the fact that the merchandise price levels of the con- 
sumer have depreciated 15 per cent. This means that 
where a customer formerly bought $10 shoes, today he 
or she is satisfied with an $8.50 shoe. The $20 customer 
is satisfied with a shoe at from $15 to $18. The $6 
customer will pay $5 and so on down. Therefore, the 
volume of your business will be reduced by this amount. 
This means that your overhead will enhance, unless you 
cut it. This means that just. as a laborer can live for 
20 per cent less, so can your organization, including the 
boss, live for 20 per cent less. My advice, therefore, is 
that all shoe retailers should contemplate these figures 
and have the courage and the initiative to dump your 
unnecessary cargo. In the rough, take 20 per cent from 
the present income out of your expense account. This 
will -put your overhead in line with the shrinking sales. 

Also, you must have the ingenuity to purchase your 
goods to meet the consumer price demand, without en- 


dangering your mark-up. It is a crime to do business- 
without profit. It is your business to so merchandise 
your goods as to be able to lay a balance sheet before 
your banker that will insure your future credit. There- 
fore, a careful analysis of your stock should be made, 
and your purchases so regulated as to square them with 
the demand. Fail in this, your mark-downs will be too 
great for any mark-up to insure a net profit. A legiti- 
mate mark-up, covering a reasonable profit, should never 
be ignored, but that mark-up must be protected by such 
purchasing and such merchandising as will not encour- 
age the terrific mark-downs; the slaughter of prices so 
evident in the past year must be avoided. 

There is a time to clean your stock, and there is a 
clientele who waits for that time, and legitimate losses 
are then in order, but these losses are not wholesomely 
taken unless throughout the seasonable times of the year 
you overcome them with regular prices, with seasonable 
shoes that interest the public—at a fair mark-up. 

For as your price levels meet the consumer, the con- 
sumer will be pleased with its advantages, and they 
need not be done at the cost of your net profit. 

Inasmuch as the price basis, though regarded as hav- 
ing touched bottom, is still uncertain, I advise all re- 
tailers to take a lesson from the chain stores in simplify- 
ing their stock, and the smaller dealers where possible 
to buy their goods out of stock, instead of loading their 
shelves with uncertain goods. Keep your stocks liquid, 
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Sell both runs 12% to 2 


and 21% to 6 at @ 


With a pinked and perfo- 
rated tip this ““Big 3’’ blu- 
cher of glossy black will 
surely catch the youthful 
eye. Oak sole. Goodyear 
welt. 

Boys’ C and D widths, 214 to 
6, $2.15. 

Youths’ C and D widths, 1214 
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so that any change in price or any change in style will 
not trouble you much. Be constantly in the market. 
Frequent buying and cautious buying, keeping your 
stocks complete, but with fewer styles—this should be 
your practice until things become more stabilized. Strive 
for bankable profit rather than shelf profit. 


I have said this before, but I repeat it, and it can 
never be told too often. Line up either men’s, women’s 
or children’s shoes . . . remove all their marks as to 
where they are made or who made them, and there isn’t 
a shoe man in this rooom who can put an accurate cost on 
them. So concealed from surface appearance is the 
value of a shoe that your estimates will vary in men’s 
and women’s shoes from one to two dollars a pair. Then 
why the hesitancy to get what is properly due you on a 
mark-up as a result of your expert service. 


In closing my remarks I want to say that I have the 
utmost confidence in the future welfare of our business 
and of our country. Every earnest, sincere retailer 
who studies his business is learning that every genera- 
tion brings forth new problems. 

Standards change, life changes, habits change, and the 
successful man adapts himself to these changes. No 
man can continue his business along the lines on which 
his forefathers conducted it. 

One of the great purposes of associations should be the 
unification of the industry in its thinking . . . in its de- 
termination to accomplish a certain, definite result. 


This requires educational publicity to accomplish, and 
I have always felt, and cannot be persuaded otherwise, 
that the advertising campaign started on the men’s shoes, 
though but modestly supported, should be continued, be 
enlarged, be improved, be bettered, be broadened... . 
for it is important, not alone to the industry to have 
unification in thought, but that the public should be ap- 
pealed to, to understand the shoe business better, to sym- 
pathize with our services, to secure their good-will for 
the purposes that we wish to achieve. 

May I hope that my message to you, as we have out- 
lined, will at least stimulate thought along these lines, 
and let me advise you in leaving here, and this is entirely 
for your own good, that you will all take a little more 
interest in the welfare of your industry as a whole. 
Think a little more broadly. Have the interest of your 
fellow shoe retailers at heart as well as the manufacturer 
and tanner. 

I recommend very strongly, therefore, that the tan- 
ners, manufacturers, and retailers organize a Ways and 
Means Committee (or give it some other title) to un- 
dertake by this method to unify our industry and to 
bring about that harmony and that teamwork that will 
stabilize it and make it prosperous. We in the family 
of industry need to realize in 1931 that no one of us is 
entirely individualistic—we are part and parcel of an in- 
dustrial fellowship stretching from the skin to the fin- 
ished sale over the fitting stool. We have talked co- 
ordination and unification—let’s do it now. 
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Here is a dandy “Big 3” 
number in Smoked Elk. 
A sport pattern that has 
the pep the boys demand. 
The shield tip, instep sad- 
dle and back stay are tan. 
Goodyear welt with com- 
position sport pattern li 
sole and heel. 

Boys’ C and D widths, 

2% to 6, $2.15 

Youths’ C and D widths, 

12% to 2, $2.00 
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TALL SET 
FOR YOUR 
$5.0. 5! 





Fast Fill-Ins’ for 


Clearance Sales that go 
Big! 


THE swiftest and smoothest In-Stock division in the industry . .. 
STETSON'S famous Dept. 5... is primed for frantic January calls 
for styles and sizes depleted by successful clearance sales. 


103 nation-tested styles in stock ... the largest in our history. 


Many of these were specials a few weeks ago... so you can 
see Dept. 5 can meet practically any demand. 


Your order is shipped the same day it is received . . . natu- 

rally, because Dept. 5's fame is founded on its speed, complete- 

ness of stock, marvelous organization and unfailing 
dependability. 


| Lucky the shoe merchant who is selling STETSON 

: SHOES for Men and Women! Dept. 5 makes many 
a sale and profit for him that otherwise would be 
lost. For well established ‘merchants who know the 
prestige and profits in STETSON SHOES a Stetson 
franchise is available. Write— 


THE STETSON SHOE COMPANY, Inc. 
MEN AND WOMEN South Weymouth, Mass. 
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Travelers Hold Lively 


National Convention 


Lively and spirited discussions 
of a variety of subjects of vital interest to the shoe 
traveling fraternity marked the twentieth annual conven- 
tion of the National Shoe Travelers Association, held 
at the Book Cadillac, Saturday, Jan. 3. All of the vari- 
ous local associations affiliated with the national were 
represented by delegates and the morning and afternoon 
sessions reflected the never-failing interest which the 
“boys on the road” take in their national organization. 

It was late Saturday afternoon when final adjournment 
was taken, following the election of “Joe” Kalisky of 
Chicago to succeed Frank Larkin as president and the 
choice of Milwaukee as the next convention city. The 
veteran traveler of Chicago, who has been vice-president 
during the past year, was advanced to the presidency by 
unanimous vote, but the convention city for 1932 pre- 
cipitated a lively contest between Milwaukee and Boston. 
Many of the travelers favored the Hub out of reasons of 
sentiment, the national having been organized there 
twenty years ago. So it was argued that the convention 
should go “back home” in the year when the association 
will come to its majority. 

At first it was proposed to vote by associations, each 
association casting the number of votes to which it was 
entitled in the election. On this basis Boston would 
have won, hands down, but the New Englanders grace- 
fully conceded their advantage in the interest of fair- 
ness amt! suggested that each affiliated group be allowed 
one vote. At that it was a close shave, Milwaukee win- 
ning on the roll call, 10 to 9. 

In addition to Mr. Kalisky, whose elevation to the 
presidency crowns a long career of devoted service to the 
organization, particularly in the practical and vitally use- 
ful work of building up the membership, the officers 
elected were as follows: Vice-president, John S. Whitte- 
more, of Boston; secretary, Thomas A. Delany, of Bos- 
ton, and treasurer, Dave Davis, of Chicago. The secre- 
tary and treasurer were both reelected and by this act 
the numerical equilibrium between the East and the 
West was preserved intact for another year. 

The board of governors of the association held its 
meeting on Friday aftenoon, preceding the opening of 
the convention proper. It was an executive session and 
it must have been every bit as lively as the convention 
itself, for Retiring President Larkin’s voice was hoarse 
when he called the delegates to order Saturday morning 
and he yielded the gavel to Vice-president Kalisky, giv- 
ing the latter a foretaste of the authority with which the 
convention later voted to clothe him. 

Mr. Whittemore, who heads the Boston travelers, was 
appointed chairman of the important committee on reso- 
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“Joe” Kalisky 
New N.S.T.A. President 


lutions and he lived up to the New England precept of 
ecenomy by sparing the convention the long-winded re- 
cital of “whereases” and “Be it resolveds” that mark the 
average resolutions committee report. The most impor- 
tant resolution adopted was one urging retail merchants 
themselves to adopt the “Buy Now” slogan they are rec- 
ommending to their customers by placing orders with 
the salesmen when they call. It was pointed out that 
the practice of buying in exceedingly small quantities 
and thereby necessitating frequent return trips by the 
salesmen is exceedingly uneconomical, unfair to the 
traveler and indefensible in a situation like the present 
because its ultimate effect is to increase selling costs and 
thereby raise the prices of merchandise. 

Much of the morning session was taken up with the 
reading of routine reports of officers and committees, 
among the latter being the report of the committee on 
membership, headed by Joe Kalisky, which showed that 
despite the difficulties that have beset the path of the 
travelers in the past year, the membership has held its 
own, while some of the local associations, notably Chi- 
cago, Detroit, Philadelphia, Pennsylvania, Boston and 
New York have been exceedingly active. 

In New York the travelers have recently reorganized. 
under the leadership of Larry Sass, and the metropolitan 
association promises in the coming year to become one 
of the largest and most active local groups in the asso- 
ciation. The loving cup for the largest increase in mem- 
hers during the year went to Michigan. 

Another subject of prolonged discussion was the in- 
surance plan, Waldo M. Oakman presenting the report 
on behalf of the insurance committee in place of the 
chairman, Charles W. Morrill, who was prevented 
from being present. Mr. Oakman read letters from 
the John Hancock Life Insurance Company, which is 
the official carrier of the national association’s group 
insurance, declaring that the insurance plan is now 
functioning better than ever before and is operating 

[TURN TO PAGE 61, PLEASE| 








Faith, Courage and Work 


Keynote of I7th Annual Gathering of Mid-Atlantic Merchants in Atlantic 


F aith, courage and work 
will be the keynote of the 17th annual 
gathering of the Middle Atlantic Shoe 
Retailers Association to be held in At- 
lantic City, January 19 to 21. This 
year’s conclave is not known as a “con- 
vention,” but as a “business conference.” 
The program for the three day gathering 
has been shorn of all irrelevant matters 
—plain business will predominate in 
the speeches and discussions. 

Merchandising policies for 1931 will 
be the subject of most of the meetings, 
with reports and discussions on style as 
correlaries. Among the speakers who 
have messages to deliver to the retail merchants of 
the Mid-Atlantic states are John C. McKeon of Laird, 
Schober & Company, Philadelphia, and former presi- 
dent of the National Boot and Shoe Manufacturers 
Association, A. H. Geuting, president of the National 
Shoe Retailers Association, James H. Stone, manager 
of the National Shoe Retailers Association, Jesse 
Adler, well known men’s shoe retailer of New York; 
Dr. Frank M. Surface of the Department of Com- 
merce at Washington, and Miss Rhea Nichols, Miss 
Ruth Kerr and Mrs. Ruth Binns, well known stylists, 
who with color charts and other media will present a 
practical exposition of the spring color and style trend 
to the assembled shoe retailers. 

M. M. Zimmerman, an expert on chain stores who 
has made several interesting surveys of this type of 
retailing will talk on “the place of the Independent 
and Chain store in thé Field of Distribution.” 

The convention headquarters will be at the New 
Madison Hotel, where the first six floors will be de- 
voted to exhibits. Business sessions will be held in 
the roof solarium of this hotel. Other convention 
hotels are the Jefferson and Monticello, located near- 
by. 

Albert J. Schmidt, of Pittsburgh and president of 
the association, injects this thought into his conven- 
tion call: “Since January 1, you have read statements 
galore from bankers, manufacturers, merchants and 
leaders in all kinds of industries on the business out- 
look for 1931. To be sure, all strike an optimistic 
note. Now it is up to the individual to get into the 
game. Faith, courage and work will bring prosper- 
ity in 1931.” 

Along this line the association has swung into line 
with the slogan recently propounded by the Boot 
AND SHOE Recorper, “1931 AMERICA—FOR- 
WARD MARCH!” 


Ben Schaub, of Lancaster, 
Pa., who is responsible for 
much of the preparatory 
work of the M. A. S. R. A. 
business conference 


Room 
501 


Reports from the various convention 
committees made at a special meeting 
at Atlantic City on January 4, indicate 
that the exhibits of shoe and allied 
manufacturers in conjunction with the 
convention will number from 15 to 25 
more this year than they did in 1929. 
Reservations for sleeping rooms by re- 
tailers intending to attend the conven- 
tion are far ahead of last year, indicat- 
ing a record attendance at this year’s 
annual meeting. 

A partial list of exhibitors who have 
already engaged space for exhibits in 
the New Madison, follows: 
Name of Firm Address 
J. R. BURNS SHOE CO Endicott, N. Y. 
EN-JOIE SHOE CO Endicott, N. Y. 
JOHNSON, STEPHENS & SHINKLE SHOE CO..St. Louis 
D. MYERS & SONS Baltimore 
JOHNSON, STEPHENS & SHINKLE SHOE CO. .St. Louis 
D. MYERS & SONS Baltimo-e 
TWEEDIE FOOTWEAR CORP Jefferson City, Mo. 
BOND SHOE CO New York City 
AULT-WILLIAMSON SHOE CO Auburn, Maine 


B. E. COLE SHOE CO New York City 
Auburn, Maine 


Lynn, Mass. 


Philadelphia 
Reading, Pa. 
ochester, ¥. 


SA 

Piitkdvipkia 

ATKINSON SHOE MEME vcccctcsacscese eetadonenra Boston 
- SHOE Czechoslovakia 
W. TA KREIDER’S —_— — wane Inc. Pa. 
é SANDLER, Inc.. eee ....»Boston, Mass. 
i ard & CO.. Rochester 
ERow N CO. New York City 
og an CO:: Pieeapereiel serueeeia ... Portsmouth 
ON a Rochester, N. Y. 

NATH L FIS 


NATURAL BRIDGE SHOEMAKERS, Inc Lynchburg 
COLLINGWOOD SHOE CO Endicott 


Columbus 
...-Boston 
: Haverhill 


.. Brockton, Mass. 

CHURCHILL & ALDEN co. . Brockton, Mass. 
a a DREW CO Portsmouth, O. 
N. THAYER SHOE CO., Inc....... E. Rochester, N. i. 
CARLISLE SHOE CO Carlisle, Pa. 
THE STETSON SHOE CO . Weymouth 
ROSENWASSER SHOE CORP Long Island City 
|. ANDERSON, I Amesbury, Mass. 
ENWALD SHOES, Inc New York City 
Bs 06.0090 eeeuseeess ..-Amesbury, Mass. 

L Sede Eeden’s Seb vebsaeenee Baltimore 





Ld 5 aie me REN eee teow aneeeneed Baltimore 
Manchester, N. H. 

New York City 
.. New York City 
New York City 
New York City 
Brooklyn 
Boston 





. Le © 


8. "RROSENBERG & SON, Inc 
M. S. ry OFFICE 
M. 7 S. R 


OFFICE 
LA ge RETATLERS MUTUAL INS. CO. . Philadelphia 
HE SAM B SONS CO Cincinnati 
THE SHENTHAN CO. Rochester, N. Y. 
DUANE SHOE CO New York City 
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annum in general pur- 
chasing power.  Cer- 
tainly this is a very con- 
servative basis, since it 
anticipates a doubling of 
per capita wealth only 
every 72 years. (On 
past performance _ the 
U. S. has doubled per 
capita wealth in less than 
half this period). 
“Assuming that, as a 
manufacturing _ nation, 
our wealth growth, in 
general, cannot exceed 
the rate of growth of 
our manufacturing pro- 
duction, and that the 214 
per cent normal annual 
increase (compounded) 
affords a measure of ex- 
pectable and maintain- 
able progress, we may 
apply this measure to 


> WOVEN . 
Business Finds Its Balance 


[CONTINUED FROM PAGE 48] 


1928 1929 1930 
U.S. Pig Iron Actual 27,792,000 32,680,000 25,702,000 
aia in Projected Normal .... 28,487,000 29,199,000 

ons. 

+4,193,000 —3,497,000 
Actual ..... 36,930,000 43,354,000 32,689,000 
Projected Normal .... 37,853,000 38,798,000 
-+5,501,000 —6,109,000 
... 655,447,000 750,510,000 489,666,000 
671,833,000 688,628,000 
-+88,677,000 —198,962,000 
4,641,000 2,988,000 
3,557,000 3,646,000 
+1,084,000 —658,000 
.. 262,607,000 274,013,000 239,943,000 
269,172,000 275,901,000 
+4,841,000 —35,958,000 
11,695,000 15,306,000 7,796,000 
11,987,000 12,287,000 
+3,319,000 —4,491,000 


772,922 532,650 
667,902 684,599 


+105,020 —151,949 





Steel Ingot 
Production, 
Tons. 





Actual 
Projected Normal ... 


Finished Cot- 
ton Goods, 
Billings, 
Yards. 
Automobiles 
Produced 

in U.S. 





Actual ..... 3,470,000 
Projected Normal .... 





Actual .. 
Projected Normal .... 


Leather 
Shoes, Pairs 
Produced 





Actual 


Woodwork- 
i Projected Normal 


ing Machin- 
ery, Shipments 
in Dollars 
Copper Pro- 


duced in 
U.S., Tons. 





651,612 


Projected Normal 





Actual : 
356,825,000,000 446,309,000,000 302,368,000,000 
Projected Normal: 

365,736,000,000 374,879,000,000 


+80,573,000,000 —72,511,000,000 
Above based on data presented in “Survey of Current 
Business,” Number 111, November, 1930, published by 
U. S. Department of Commerce. 

The results of these comparisons of production surplus and 
deficit, roughly but forcefully indicate that we have about cleaned 
up the abnormal production surpluses of 1929. This is espe- 
cially true if we keep in mind the fact that our cumulative totals 
represent but the first nine months of the three years in question, 
and that, while data are not yet available, we know that the 
last three months of the present year have extended the cor- 
rection. 


Bank Debits, 
New York 
City, in 
Dollars. 








1929 and 1930, to see 
how far we have gone 
toward correcting the 
excess of production 
which caused this de- 
pression. 

“This is done by tak- 
ing the cumulative totals, 
in various lines of busi- 
ness and industrial activ- 
ity, for the first nine 
months of 1928, 1929 
and 1930 (latest avail- 
able information in the 
November, 1930, Sur- 
vey of Current Busi- 
ness), and comparing 
the actual performance 
in 1929 and 1930 with 
the normal as projected 
forward from 1928 on 
the basis of a 2% per 
cent compounded annual 
increase.” 


Travelers Hold Lively National Convention 


[CONTINUED FROM PAGE 57] 


about as near perfection as is humanly possible. 

The question of enlargement of membership to take 
in retail shoe salesmen and other groups connected with 
the industry was discussed at some length at the after- 
noon session, but no action was taken in this direction. 
The question of admission of the association of shoe 
travelers with headquarters in Havana, Cuba, was re- 
ferred to the board of governors after various opin- 
ions had been expressed as to the advisability of this 
step, which would virtually make the association inter- 
national in scope. 

Secretary Delany read a communication from the 
National Boot and Shoe Manufacturers Association an- 
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nouncing its decision to sponsor a shoe show in New 
York City next November, and it was voted to place 
the letter on file, no definite action being taken either 
for or against the project. 

The report of Treasurer Dave Davis showed total 
receipts of the association during the year amounted 
to $10,120.37, with total expense of $7,849.95, leaving 
a balance of $2,270.42. This report referred to the 
general funds of the association. A separate report 
covering the insurance account showed receipts of 
$23,659.98, expenses of $23,431.44 and a balance of 
$228.54, aside from the dividend account which amounts 
to $2,206.26. 











On the Selling End 


News of the Shoe Travelers and Sales Activities 


R. NIGH- 
¢« SWONG- 
ER, for the 
past twelve 
years covering 
the State of 
Wisconsin for 
the footwear 
and clothing 
division of the 
United States 
Rubber Com- 
pany, has be- 
come sales rep- 
resentative for 
the Bob Smart 
Shoe Com- 
’ pany, Milwau- 
kee, Wis., and is covering Wisconsin 
and the northern portion of Illinois. 
His long association with the retail 
trade has given him an insight into the 
retailer’s problems, which he will turn 
- account in the handling of his new 
ine. 


L. R. Nighswonger 


C. BLECHINGER of Des Moines 

* was re-elected president of the 
Iowa National Shoe Travelers’ Asso- 
ciation at its annual meeting Saturday, 
Dec. 27. The other officers were also 
re-elected, O. R. Hamilton as vice- 
president and J. E. William Prescott 
as secretary-treasurer. 

C. Hardy of Des Moines was 
named official spokesman for the trav- 
elers’ association at the convention of 
the Northwestern Shoe Retailers’ Re- 
gional Association, to be held in Des 
Moines, Feb. 9, 10 and 11.—(UTPS). 


A J. McLEOD was re-elected presi- 
¢ dent of the Rochester Traveling 
Shoe Men’s Association, and his entire 
ticket went into office with him at the 
annual meeting of the organization at 
the Elks’ Club, Rochester, N. Y., 
Dec. 27. 

_Charles Vegiard and Thomas Dor- 
rity were named first and second vice- 
presidents, respectively, and Clarke 





Rowley, who also had been indorsed 
by the opposing ticket, headed by Wil- 
lard Goodger, was re-elected secretary. 
Committees will be appointed ‘within 
the next two weeks, Mr. McLeod an- 
nounced. 

Plans for the year were informally 
discussed after a dinner.—(UTPS). 


At a luncheon meeting held at the 
Hotel Henry, Pittsburgh, Pa., on 
Dec. 27, the following officers of the 
Pennsylvania Shoe Travelers’ Associa- 
tion were elected: 

R. D. Stitt, president; Karl Heim- 
berger, vice-president; Joseph Harris, 
secretary-treasurer. The following 
were elected directors: Martin Lopen, 
Goodman Yoskin and Herman Scheuler. 


peRank MUSSON is now connected 
with the Cornell Shoe Company, 670 
Broadway, New York City, and is cov- 
ering the territory in the Middle West 
for that concern. 


AROLD E. 

RIECK- 
ELMAN, for- 
merly manag- 
er of the Buf- 
falo factory, 
division of the 
United States 
Shoe Company, 
will succeed J. 
J. Santry in 
Ohio and Mid- 
dle West ter- 
ritory. 

Mr. Rieckel- 
man has for 
many years 
built the Juve- 
nile line of 
shoes, and has a thorough knowledge 
of all the details in this line, and his 
new position will put him in close touch 
with the trade which he has served 
from the factory in Buffalo as plant 
manager durng the past several years. 


Harold E. Rieckelman 


Scholl sales representatives from the middle and western states assembled at the 
Chicago convention 


IDNEY 
HORO- 
WITZ, repre- 
sentative of 
the Marion 
Shoe Com- 
pany, Marion, 
Ind. whose 
territory was 
recently ex- 
tended to in- 
clude Pennsyl- 
vania as far 
west as Al- 
toona, New 
Jersey, Dela- 
ware, Mary- 
land and 
Washington, D. C., has just returned 
to his headquarters in Philadelphia fol- 
lowing his initial spring business, and 
reports particularly good bookings on 
men’s sport shoes. While black and 
white combinations are still leading, he 
says, brown and white combinations are 
selling more freely. 


Sidney Horowitz 


LL eastern territory outside New 

York City has been assigned to 
Carlyle Kuhnert, son of F. A. Kuhnert, 
president fo the Kuhnert Shoe Corpo- 
ration, Rochester, N. Y., manufactur- 
ers, who will make his maiden trip next 
weeks.—(UTPS). 


DGAR BURDETT of the Burdett 

Shoe Company of Lynn, Mass., has 
left on a western trip, meeting Frank 
Noble, western representative of the 
firm at the Detroit show, where the new 
sample line of Burdett “Junior Models” 
was shown. L. F. Burdett will be in 
the New York market during January 
and will leave later on a trip through 
the South. 


“WE have just closed the greatest 
year in the history of our busi- 
ness, and we look forward to 1931 with 
not only equanimity but with enthusi- 
asm.” This was the declaration of D. 
W. Landon, vice-president and general 
manager of the Scholl Mfg. Co., Inc., 
made just after the close of the com- 
pany’s convention, held at Chicago late 
in December, of the sales representa- 
tives covering the middle and western 
States. The eastern convention imme- 
diately followed at New York City. 
When asked to what he particularly 
attributed the company’s success in 
1930, a year when general business was 
in the doldrums, Mr. Landon said: 
“There are two reasons, I believe. 
First, naturally, there is the scientific 
value of Dr. Scholl’s Foot Comfort Ap- 
pliances and Remedies, and second 
there is our sound advertising and pub- 
licity policy. In 1930 our advertising 
budget ran to $1,250,000, and we kept 
faithfully to our schedule right up to 
the end of the year. We made no cut 
whatever. For 1931 our expenditures 
will equal that sum, and we again will 





lead the shoe field in advertising.” 
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Pfister & Vogel to Sell 
Tanneries 


MILWAUKEE, WIs.—One of the largest 
and best known tanneries in this coun- 
try, the Pfister and Vogel Leather Co., 
is closing and going out of business, 
according to Fred Vogel, Jr., president. 

“Our tanneries are being offered for 
sale,” said Mr. Vogel, “and we plan to 
sell or rent that part of our real estate 
not needed to conduct such business. 
Our Boston branch will be closed. The 
English branch at Leicester has been 
bought by our employees there, and the 
German branch at Frankfurt has becu 
closed. Our New York offices will be 
continued until we have disposed of the 
oe of our finished merchan- 

ise.” 


Black Leads in Good Trade in 
Florida 


MIAMI, FLA. (UTPS)—Shoe dealers 
in Miami and the surrounding district 
report a most satisfactory business 
during the month of December. Holi- 
day trade was brisk in practically every 
store.. But all dealers comment on a 
most unusual condition prevailing not 
only in Miami but reported from all 
parts of Florida. That is the steady 
demand for black shoes for every oc- 
casion, sport, dress and evening. Al- 
ways before it has been the light-col- 
ored kids and linens which were called 
for most frequently. During the fall 
months there has been a considerable 
demand for browns in all shades, but 
this color has taken third or fourth 
place during the past few weeks. 
Blacks lead by a large margin; light 
eggshell kid comes second, with browns 
usually lining up about third. 

Dealers are looking for a change in 
the very immediate future and are pre- 
pared to supply the usual tourist de- 
mand for white shoes for all occasions. 


H. W. Penn Joins Selby Shoe 
Company 


NEW YoRK—Henry W. Penn, for five 
years president and a member of the 
board of directors of the Kahler Shoe 
Company, Inc., a subsidiary of the 
Ground Gripper Shoe Company, Bos- 
ton, has become associated with the 
Shelby Shoe Company, Portsmouth, 
Ohio, and has established his office at 





545 Fifth Avenue, New York City. 
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To Stage Three Style Shows 


“Fashion’s Footwear Fancies in 1931” to Run Three Nights 
on Boston Runway 


BostoN—As the dates for the Ninth 
Annual National Boston Shoe Show 
approach, it is becoming more evident 
that shoe buyers will attend this an- 
nual event in larger numbers than 
usual for the purpose of comparing 
lines, styles and prices, more impor- 
tant this year than ever before be- 
cause of the highly competitive condi- 
tions existing in shoe manufacturing 
and distributing circles. 

In selecting Jan. 12, 13 and 14, 1931, 
as the dates for the showing of new 
lines at the Hotel Statler, Boston, the 
Show management, under the direction 
of J. Goddard Brown, feels that it has 
made a choice that should appeal to 
all buyers and sellers of shoes, leather 
or allied products. The variety of lines 
which will be on display on four floors 





Stages Airplane Contest 
With Shoes as Prizes 


Louisville (UTPS)—George G. Phillips, 
manager and part owner of the Arch 
Preserver Juvenile Shoe Shop, 1506 
Bardstown Road, has increased his busi- 
ness each month since his opening about 
a year ago, both in pairs sold and in 
dollars and cents, and this in spite of 
many adverse commercial conditions. 

At present the youngsters of his 
neighborhood are keenly interested in a 
contest he is running. His shoes have 
his own brand name of Dawn Patrol 
Boots, and this is the Dawn Patrol Boot 
Contest—to make the best airplane. The 
boys are divided into two age groups 
from seven and a half to ten and from 
10 to fourteen. The boys’ planes are 
to be judged by a group of pilots from 
Bowman Field and the prize is a pair of 
shoes for each group. So far thirty- 
five boys have entered the contest and 
Mr. Phillips expects to have from 
seventy-five to a hundred before the 
entries close. 














of the spacious Statler, as well as in 
booth displays, commend the Show to 
buyers from all parts of the country, 
who can save much time by coming to 
the “Hub” of the shoe world for this 
annual event in January. 

“Fashion’s Footwear Fancies_ in 
1931” will be the vehicle employed by 
“Phil” Melhado, runway revue direc- 
tor, for the presentation of Spring and 
Summer footwear produced by many 
of the country’s foremost stylists. Many 
beautiful female models have already 
been employed for participation in this 
feature of the Show. 


W. V. Brems With Sachs & 
Vigorith 


CINCINNATI, OH10O—Sachs & Vigorith, 
Inc., of Cincinnati, have added to their 
organization Brems, formerly 
in charge of the turns of Midvale Shoe 
Company, St. Louis, as superintendent 
of their plant at Georgetown, Ohio. 
Mr. Brems has had many years ex- 
perience, particularly on turned foot- 
wear. 

The Georgetown plant, it is expected, 
will reach a production of 1000 pairs 
per day before long. 

A. J. Sachs, sales manager, recently 
returned from a trip through the 
South, and to Chicago, and reports 
that, while in most instances people 
were reluctant to buy, on the whole he 
obtained a very satisfactory business, 
particularly on sea sand, and the putty 
beige colors and also mat kid. 


Schmid with Brown Shoe Co. 


PORTSMOUTH, OHIO (UTPS)—A. G. 
Schmid, who has been general mana- 
ger of the Excelsior Shoe Co. for the 
past two years has accepted a respon- 
sible position with the Brown Shoe Co. 
of St. Louis. He takes up his new posi- 
tion Jan. 15. 








Aaron Scharff Heads Retail 


Group 


« New OrLEANS—Aaron R. Scharff, of 
Maison Blanche, was elected chairman 
of the Retail Merchants Bureau of the 
Association of Commerce at the annual 
meeting of the bureau. Henry Haus- 
mann, of Hausmann, Inc., was elected 
vice-chairman. Mr. Scharff said, in ac- 
cepting the office, that it was his plan 
to promote a wider interest in the bu- 
reau among retail merchants through- 
out the city. 

The bureau dissolved an agreement 
among merchants against the selling of 
goods in one month with the charge 
made on later bills. It was brought out 
that some merchants allowed purchases, 
for example, in November, but did not 
bill until January 1, and in view of 
this situation it was decided that each 
merchant should conduct his own credit 
matters without any agreement. 


Burglars Cart Off Shoe 
Store Safe 


PLAINFIELD, N. J.—Burglars carted a 
1000-pound safe away from the A. S. 
Beck shoe store, 112 West Front Street, 
here, November 28. The store is lo- 
cated in the heart of the business sec- 
tion. The manager declined to state 
the amount of money stolen. 

Police found that the robbers had en- 
tered through a skylight by sawing 
two iron bars. The safe was rolled out 
a back door. A patrolman was on duty 
not far from the store at the time. 


Stetson Has Christmas Party 


New YorkK—The Stetson Boosters 
organization, composed of employees of 
the Stetson retail shops, held their 
annual! Christmas party at the 15 West 
Forty-second Street shop on Saturday 
evening, with 70 members and their 
guests present. 

A program of music, dancing and 
entertainment extending into the wee 
small hours followed a buffet luncheon 
served by the girls of the office. 

George L. Harger, general manager 
of the shops, was presented with a 
handsome fitted traveling bag by the 
employees of the New York stores, the 
presentation taking him much by sur- 
prise. A 15-pound turkey, given as a 
door prize, was won by one of the 
guests, Mr. Dugdale. The whole af- 
wd was arranged by the employee 

y: 


HE Physical Culture Sales Co. has 

appointed A. B. Kopp of Chicago 
as the Mid-Western representative of 
this line, covering the states of Illinois, 
Indiana, Missouri, Nebraska, North 
and South Dakota, Iowa, Wisconsin, 
Kansas and Minnesota. 

Mr. Kopp was formerly western 
manager for Scholl, and has many con- 
tacts with foot specialists and buyers 
in his territory. Mr. Kopp is already 
in the field, after having spent 10 days 
at the Physical Culture factory in 
Brooklyn, going over the new spring 
line. He is very optimistic concerning 
the possibilities of these shoes, and the 
advertising plans he will have at his 
disposal. 





Sol Wile Dead 


Founder and Secretary of Shoe 
Manufacturers Association 
Killed in Accident 


RocHEsTER, N. Y.—Sol Wile, widely 
known throughout the country to shoe 
men as secretary of the National Boot 
& Shoe Manufacturers Association for 
17 years, died at St. Mary’s Hospital 
on New Year’s Day as the result of 
injuries received when he was struck 
by a trolley car earlier in the day. He 
was 77 years old. 

Mr. Wile, an attorney, helped to or- 
ganize the National Boot & Shoe Man- 
ufacturers Association, following his 
experience in organizing the men’s 
clothing industry in the early nineties. 
He served as secretary of the shoe body 
for 17 years, retiring in 1922, and 
shortly afterward also retiring as 
senior member of the law firm of Wile, 
Oviatt & Gilman. 


Snow Helps Shoe Trade 
in Atlanta 


ATLANTA, GA.—Real Winter weather, 
consisting of several inches of snow, 
increased buying for Christmas, includ- 
ing shoes and other wearing apparel, 
and increasing business optimism have 
combined greatly to improve the shoe 
business here. 

Although the shoe trade has been 
more or less “off” all the Fall, the past 
week has found most of the shoe stores 
and departments, both for men and 
women, busy and in some instances 
actually crowded. Dealers state that, 
as had been hoped, a good percentage 
of the Christmas savings money this 
year was going into shoes. Practically 
all of it, it might be mentioned, went 
into useful presents. 

Snow and sleet have driven many of 
the thin-soled into purchasing that had 
been delayed up to the last minute. 


To Increase Production 


Rocuester, N. Y. (UTPS)—Endi- 
cott-Johnson’s Owego plant will be at 
full capacity shortly, it was predicted 
here last week by “Doc” Emmons, head 
of the plant, in the city for a call on 
the trade. The Johnson City plant is 
operating at about 70 per cent. 





$100,000 for Party Slippers 


One Boston authority estimates that 
$5,000,000 has been spent on coming 
out parties for debutantes this season, 
and the figures do not include the buying 
for the holiday parties, either. One guess 
is that $100,000 worth of party slippers 
have been sold for these events. 

When aristocratic society gets the bit 
in its teeth, it can make the money fly, 
and that’s a pretty good thing all around, 
for it provides much business for the 
stores, and wages for workers. 








> 





Cincinnati Producers 
Are Optimistic 


CINCINNATI (UTPS) — Cincinnati 
manufacturers are buoying themselves 
with the much anticipated and hoped 
for increased business, and everywhere 
there seems to be a mental adjustment 
to this situation. Herbert Lape, Sr., 
president of the Julian & Kokenge Co., 
states: “We have to face this present 
crisis and aid the merchants both by 
advice and liberal treatment. In this 
way the merchant will survive, and if 
the merchant survives, the manufac- 
turer, naturally, will also survive.” 

That spring styles are selling ahead 
of last year in many factories is a good 
omen. Styles for specified periods will 
be less favored than in stock shoes. 
“The country is fed up on cheap mer- 
chandise,” stated one executive, “and 
we have every reason to believe, as far 
as good grades of shoes are concerned, 
business will be larger than last year. 
The factory that can foresee the trend 
and who has a good supply of wanted 
styles in stock will get the business.” 

Cincinnati retailers are naturally ex- 
periencing the after-holiday slump; 
however, special sales have progressed 
nicely, and the spring displays are now 
in full bloom. Much interest is being 
shown in Southland wear displays, for 
the Southern exodus here begins in 
mid-January. 


Fire and Water Damage 
Findings Stock 


MINNEAPOLIS, MINN (UTPS)— 
Breaking of a sprinkler head after a 
fire at 311 First Avenue N. did thou- 
sands of dollars damage to the leather 
and shoe findings stock of J. H. Martin 
Co. The fire damage to the building 
was $2,000, but the Martin Co. and a 
printery in the same building are esti- 
mated to have suffered something like 
$50,000 water loss. 


MANUEL LEVY of New York 
City, district manager, field super- 
visor and former shoe buyer for the 
chain of Berman, Haskell Shoe & 
Leather Co., has taken over the Fort 
Wayne, Ind., department previously 
owned by the chain. 

Mr. Levy, who has been buying shoes 
for a considerably long time, has many 
friends among the Boston jobbers and 
manufacturers who will be sorry to 
see him leave for Fort Wayne, 
although Mr. Levy plans to make trips 
to the East very often. He looks for- 
ward to a successful season in his new 
location. Mr. Levy was connected with 
the Al A. Rosenbush Co. of Boston, 
chain store operators, for 11 years. 


W E. BOLEN now represents the 
® Charles A. Eaton Co., of Brock- 
ton, in Pennsylvania, New Jersey, part 
of New York State and the cities of 
Baltimore and Washington. Before gco- 
ing with the Eaton company, Mr. Bolen 
traveled for the Heywood Boot and 
Shoe Co., of Worcester. He was at one 
time, also, with the Regal Shoe Co. 
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ADVERTISING PAGRE BBMOVED 


Canadian Leather Produc- 
tion Declines 


MONTREAL, Dec. 22—Production of 
Canadian tanneries in 1929 had a total 
value of $25,807,165, a decrease from 
the preceding year of $9,393,916, and 
a decline from the year 1927 of $6,682,- 
724, according to a report just issued 
by the Dominion Bureau of Statistics. 

The comparison with 1928 shows that 
the decrease from that year is due to 
reduced quantity of output and lower 
average prices for the finished product. 
Items included under the head of sole 
leather had a total value of $9,078,274, 
compared with $18,670,844 in 1928, and 
under the head of upper leather, a 
value of $11,603,244, compared with 
$14.535,595. 

The principal items of sole leather 
production are: Union tanned sides, the 
price of which in 1929 averaged 37 
cents per pound, compared with 43 
cents in the preceding year; and oak 
tanned sides, which averaged 38 cents 
per pound, compared with 43 cents. 

Under the head of upper leather, the 
chief items are: Cattle and_ horse 
hides, which averaged 27 cents per 
square foot, compared with 31 cents in 
1928; calf skin, 36 cents per square 
foot, compared with 39 cents; and 
patent and enameled shoe leather 27 
cents per square foot, compared with 
32 cents. ; 


Steady Production at 
Ault-Williamson Plant 


AUBURN, ME.— Preparatory to in- 
creased production, factories of the 
Ault-Williamson Shoe Companies at 
Auburn, Me., have been thoroughly re- 
painted and renovated. Company offi- 
cials report steady production with ev- 
ery prospect of excellent business 
throughout the Spring and Summer. 


Michigan Merchant Dies 


St. JoHns, Micu. (UTPS)—Harry 
E. Mack, veteran and widely known 
shoe merchant here, died on December 
8th at his home. He was 70 years of 
age and had lived in St. Johns for over 
38 years. 


Manager Becomes Partner 


LupINGTON, Micu. (UTPS)—Camille 
Gaudet, former manager of the J 
Newberry store here, has purchased a 
one-third interest in the shoe and men’s 
furnishing stock of Newberg Bros., 107 
South James Street, and will take an 
active part in the conduct of the busi- 
ness. 


New Pace for 1931 


BostoN—Bearing on the way things 
are going at the turn of the year is a 
report of an order for 50,000 pairs of 
men’s shoes, which was recently booked 
by a New England manufacturer. He 
has turned this order in to his factory 
to be made up on a schedule of five 
days a week, and seven hours to a day, 
a total of 835 hours a week. He expects 
that it will take his shop crew, work- 
ing on this short week schedule, about 
ten weeks to produce the 50,000 pairs. 
A year ago this time, when he had a 
like order, he turned it in to his fac- 
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tory, then operating 5% days a week 
for a total of 48 hours, and the shoes 
were made up in approximately six 
weeks. 

The new schedule spreads the work 
over four weeks more than did the old 
schedule. It does not, of course, pro- 
vide for any increase in the volume of 
production or wages. It does provide 
for more leisure time for the shop 
crew. 


Col. Mercer Heads Com- 
munity Chest Drive 


PorTSMOUTH, OHIO—Col. A. L. Mer- 
cer, president Vulcan Corporation, with 
head offices in Portsmouth, Ohio, was 
drafted to head Portsmouth’s 1930 
Community Chest drive. The drive 
went over the top by a $3,000 margin. 


Snow and Cold Helps 
Rochester Trade 


RocHEsTerR, N. Y. (UTPS)—Heavy 
snow and the first real cold wave of the 
winter last week brought a new boom 
to shoe retailers in Rochester. Prices 
still were slashed in women’s arctics in 
some quarters, but retailers generally 
noted a more normal trade. 

The impetus gave stores an oppor- 
tunity to reduce some of the stocks, 
both in shoes and overshoes. As a re- 
sult, jobbers reported a slight upturn 
in orders. Christmas trade in general 
picked up noticeably last week, down- 
town stores especially reporting a brisk- 
ness not evident a week ago. 





Birmingham Stores Give Dis- 
count for Old Shoes 


BIRMINGHAM, ALA. (UTPS)—To do 
their part in helping relieve the present 
unemployment problem, members of the 
Birmingham Shoe Retailers’ Associa- 
tion recently set aside three special 
days during which time a special offer 
was made to people of Birmingham. It 
also proved to be a stimulant to shoe 
selling during the Christmas season. 

The offer was a special discount of 
ten per cent on each pair of shoes sold 
provided the customer brought along 
an old pair of shoes which had not been 
completely worn out. These shoes in 
turn were turned over to the various 
charitable organizations for distribution 
to the needy. 

Stores participating in the movement 
were: Baker’s, Caheen’s, French Boot- 
ery, Louis Saks, Chandler’s, Milber’s, 
Cinderella, Parisian, College Slipper 
Shops, Rich’s, Vanity Boot Shop, Dren- 
nen’s and Worth. 

Men’s women’s or children’s skoes 
alike were accepted in both men and 
ladies’ shoe stores. 


Infants’ Factory Moved 


RocHEsTer, N. H. — The Hubbard 
Shoe Co., Inc., which not very long ago 
moved from Keene, N. H. to East 
Rochester, has now moved its infants’ 
shoe business to this city, taking space 
in the Leader Shoe Company Building. 
Production will be stepped up to 1800 
pairs a day, the merchandise to sell 
at a popular price. 








Back of the Shoe Shop Windows 


[CONTINUED FROM PAGE 47] 


that a birthday is at hand, and gifts 
are given. It may be the birthday of the 
founder or it may be the birthday of the 
founding of the business. It little mat- 
ters—the psychology back of it is the 
same. We see the attempted play of 
another bit of magic. 

The time will come some day when 
the same objects will be attained in a 
different way. The attention of the 
buyer, or the prospective buyer, will be 
arrested long enough for the seller to 
tell his story—the story of the play of 
economic forces—a story full of human 
interest; a true story, a story of the 
facts and how they work to make the 
bargain possible. 

In helping you to tell the leather 
chapter of your story the Tanners’ 
Council of America has an organization 
manned and equipped to tell the story 
of leather to your sales-people, so that 
they in turn can intelligently talk of 
leather. This story is told pictorially 
and orally for the Tanners’ Council by 
the American Leather Producers. Dan 
Hickey, head of the American Leather 
Producers, is here at your convention 
with his reels, with his sample skins of 
leather, and with his story. The story 
has been told to more than one group of 
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sales-people in various retail shoe or- 
ganizations, and will be told to many 
more as you show the initiative to in- 
vite him. 

Now I have finished, except that I 
feel impelled to make a confession to 
you. It is a confession of my curiosity 
and ignorance. Upon being asked to 
speak for the leather trade to the re- 
tailers, one of the first things I did was 
to ask myself, “What is a retailer?” 
I could not give an off-hand definition, 
and turned to the dictionary. There I 
found the word “retailer” derived from 
the French words “retailler,” “re” 
meaning “again” and “tailler” meaning 
“to cut”; “to cut again,” “to divide.” 
That seemed to fit, but reading on again 
there was another meaning that I in- 
stinctively resented for you. The bad, 
bold dictionary had the hardihood to 
say, “retail” meant “to retail gossip.” 
When a new dictionary is written there 
will be added a larger meaning of the 
word “retail,” meaning “to re-tell”; to 
re-tell the story of industry to the con- 


sumer of the products of industry. I 
speak for the leather trade of America 
when I tell you that we look upon you 
as our RETAILERS, our RE-TELLERS! 
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Present fast sellers for at once dalbcerpatientine 
Watersnake trim 

IN-STOCK 

No. 320—Black vici kid, genuine 

black and white Rajah lizard trim, 

with black pearl silk collar. High 

grade flexible McKay. 

No. 32!—As above, Prado Brown 

kid, genuine coffee Rajah lizard 

trim with silk collar. 






No, 330—Blue kid with contrasting 
blue silk trim and blue silk collar. 


No. 331—As above, putty beige with 
genuine watersnake trim and silk 
collar. 

AA-C wide—20/8 Sp. heel 


Write or wire for samples 


GREENWALD SHOES, INC. 
149 Duane Street New York City 





Saks Presents a Genuine Watersnake 
Center Buckle in High 


Grade Turns 
IN STOCK AAA-C 


No. 7086—Genuine beige water- 
snake center buckle. Kid trim 
to match. Modified toe, 20/8 Sp. 
heel. High grade turn. .$5.00 

No. 7087—As 7086 in = oes 
Spanish heel .......... 5.00 

No. 7085—Genuine beige — 
snake regent. 20/8 Sp. heel, 
WUE ccccccccccccccoces $5. 00 
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THE |INE'W 


An Announcene 


Twelve years ago the 
Nu-Way Shoe Company 
was brought into exis. 
ence by Dave Ruby ani 
Herman Schwartz. | 
started in a “Hole in the 
Wall” at 161 Duan 
Street, New York City 
founded with the idea of creating a new type 
of shoe, Supreme “Stylish Stouts”. Since 
then the Nu- Way Shoe Company has special. 
ized and concentrated in Stylish Arch Sup. 
port shoes for Stout and Slender women. 


This idea was met by the retailers with such 
great approval that the business has grown 
by leaps and bounds. Today business is s 
heavy that a move to much larger quarters i; 
necessary. 


On or about February Ist, 1931, 











the Nu- 








Dancing Tap Slippers 
IN STOCK 


1208@—Patent Leather Theo, 
114%-2 $1. 75 





ee ae Leather Theo, 
es etont Leather One 
Strap, 11%4-2 ...... 1.65 
1207—Patent Leather Gas 
Strap, 2%-7 ....... 1.90 


eee enero eereee 


All with leather top = 


Blog Shoe Company, Inc. 
147 Duane St. 


We Challenge Comparison with Any Other 


3541—All Black and White 
Python oxford, Kaffa kid 
tip, 20/8 heel. 


3542—Same, Baby 15/8 heel. 
3531—Seasan calf Python with 
Elmora Kid tip, 20/8 
heel. 
3532—Same, Baby 15/8 heel. 


Same combinations in seamless 
operas, high and baby heel. 


LEVEY BROTHERS SHOE COMPANY 
145 DUANE ST., NEW YORK CITY 











CRESCENT Leads Again! 


To give our retail dealers a larger mark-up and 
help build a greater sales volume, we have again 
Reduced our Prices. 


Our $2.85 Lines now Our $3.35 Lines now 
$2.75 $3.25 


These prices take effect January 1st 


N. B. All genuine Reptile Leathers 
not included. 


Crescent Shoe Company 
131-133-135 Duane Street, New York City 





Genuine Watersnake! 
Fashion’s Decree! 











N STO - 
Black Calf and Brown Kid Combinations. Also carried in Junior beels. 
B and C widths 


J. WEISS SHOE CO. 


137 Duane Street New York City 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan, 10, 1°31 


Every Sh 




























Way 
move 
busi 
build 
Stree 
and 
to St 
Orth 
widtl 
1931 
Arch 
low | 
gee 0! 
ing f 
It is 
dence 
we ta 





1705- 
1706- 
1707- 
745- 
746- 
747- 






















a) 


1 






-eme 


y Shi 


50 the 
M pany 
eXist- 
DY and 
iz. It 
in the 
Duane 
City, 
W type 
Since 
Decial- 
| Sup. 
n. 
1 such 
>rown 
1S $0 
ters is 


~ Nu 


and 
again 


Ww 





els, 


FORK MARKE 


{ Interest to 
etailer 


Way Shoe Company will 
move to its new place of 
business. The entire 
building at 142 Duane 
Street will be taken over 
and devoted exclusively 
to Stylish Stouts and 
Orthopedic footwear, 
widths from AAA to EEE. 

(931 will see us offering a line of Stylish 
Arch shoes of the finest quality at attractively 
low prices. It will be to your advantage to 
see our complete Spring line at prices rang- 
ing from $1.75 to $4.25. 

It is with great appreciation of the confi- 
dence and cooperation of our customers that 
we take possession of our new quarters. 


NU-WAY SHOE COMrANY 
“KING OF STYLISH STOUTS” 





The largest Stylish Stout Specialty house in America. 
1000 Styles to select from in all materials AAA to 
E Sizes 1 to 11 





1705—Pat. leather, snake trim, 
| SRSA ae $3.60 
salt kid, snake trim, mod. om 
1707—Brown kid, trim, 
m MY cb ok ease telve ene 3.75 
745—Pat. leather, snake trim, 
MTU wisecracks os kas 3.60 
74¢—Bik kid, snake trim, 


i UE ssbb aagbndeiene< 3.60 
747—Brown =e snake me 


snake 





King of Stylish Stouts 


161 DUANE STREET NEW YORK CITY 





THE “PEDIKRAFT” SHOE 


“Corrective” Goodyear Welts for Women 


In Stock Ready to Ship 


Smart Styles Excellent Values 
915—Patent cut ~ Oxford......... $2.85 
+ Kid cut out Oxford...... 2.85 


‘Brown Kid cut out Oxford..... 2.90 
ed center buckle strap.... 2.85 
9155—Black Kid center buckle strap. 2.85 
9135—Brown Kid center buckle strap. 2.90 
_—-— Kid side buckle wide ~ 


Peer eee wen error ereeees 


All Laie Heels, Rubber Top Lifts 
A. B. CG. D. EE Width 


Also Women’s Latest Crea- 
tions to retail from $3 to $6 


LAZARUS FRIED & SONS, INC. 
120 Duane St., New York City 
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No. 2614—Patent, One-Strap, steel 
arch and cottage shank. Also Black 


kid and Brown kid. 


” Widths D and EERE—BSizes 3% to 9. 
BLEECKER SHOE CC., INC. 


Boston: 216 Essex St. 


Pittsburgh Headquarters: Hotel Henry 


No. 2618—Black kid Oxford Tie, steel 
arch and cottage shank. 





J 


DR. MILES HEALTH SHOES 














Also in Patent 
and Brown kid. 


8-140 Duane Street 
sa redelphia: 17 No. 4th St. 


CE 








r 
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Carried on 20/8 Spike and 
14/8 Junior Louis Heels, Silk 
French Cord, White ‘Sheep 
Quarter anise. Feather Base, 
3% inch Vamp. Sizes 2% 
to 8, C Wide. 
We Welcome Comparison 
with Mere Expensive 
Shoes 
B. Friedman 
Shoe Co., Ine. 


OUR LEADER 


IN STOCK AT ALL TIMES 

















$9.10 


Patem Chrome Seamless 

Black Satin Seamless 

Kaffor Seamless 

Black Suede Calf Seamless 

Brown Suede Calf Seamless 

Brown Kid Seamless 

Black Morella Regent 

White Satin Regent 
(suitable for dyeing) 


108 Reade St., 
New York City 








45 08 Bis: 


Regent Penee, 16/8 Louis Heel 
1525 Patent .occccccccces $3.25 
1526 Black Moire Satin... 3.25 
1527 Black Demi-Glaze Kid 3.35 


MORSE @ ROGERS 


N. Y. Branch, International Shoe Co., Inc., 


HIGH GRADE UNBRANDED 
“COMPO” ALL LEATHER SHOES 
















A new, modern, scientific method 
of Shoe Making — Eliminating 
tacks, staples, nails and stitches, 
which assures better fit, longer 
wear, smarter appearance and 
faultless flexibility. 


Seomices 4 ase 20/8 Louis Heel 
1515 Patent ....ccccceess $3.25 
1521 Black’ Moire Satin... 3.25 
1516 Black Demi-Glaze Kid 3.35 


Many Other Styles—Write for 
Illustrated Catalog 










Duane and Hudson Sts. 





Heavy Oak Bend outer sole; 
Sole Leather counter; 
Leather heel base, Goodyear 
Wing Foot rubber heel. 


Stock Number 3725, sizes 1 to 6. 
Price $2.25 


Stock Number 3726, Little 
gent’s, 10 to 18%..Price $2.00 


POWELL & 
122 Duane Street 


EXCEPTIONAL VALUE 


BOYS’ FULL GRAIN BLACK CALF OXFORD, 























$2.25 


CAMPBELL 
Established 1879 













































WHERE TO BUY 


Men’s Shoes 


MS Yer a ra0c mann os9-31700( een i 
BION F-REYNOLDS CO™- BROCKTON MASS 









SHOE 


iy Berge (P) 





NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 
frressen NY, UB. 
cz FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 




















ONLY” 


EAST WEYMOUTH, MASS. U.S.A. 











In Stock Service Bewie 


EM.HOYT SHOE CO. , 
ewe. Manchester, N.H. 











“A& MAN’S DECISION” 


THE 


Sen's 
SHOE casy 
Boston—183 Essex Street Shoe Co. 


Brock: 
®. Y.—915-917 Marbridge Bide. Mase. 















It’s Different Now 








fit or didn’t. 


ily purchases.” 


Cartoon by Don Herold. 


Courtesy The American Magazine. 


“In dark decades past, father was a man of iron. 
Unannounced, father was apt as not to come home with a new 
pair of shoes for Junior, and Junior WORE THEM, whether they 


But—today—like it or not—the family has found its voice. 
Father has become just one member of the family. Mother has 
risen to equal or superior buying suffrage. 
generation says its say as to what’s what in contemplated fam- 


And the younger 


J. B. SCARBOROUGH, Adv. Mgr., 
The American Magazine. 








Seek Licenses for Maryland 
Chains 
BALTIMORE, Mp.— The Maryland 
State License Bureau will seek legisla- 
tive enactment requiring large chain 
shoe retail stores operated by manu- 
facturers, in Maryland and particu- 
larly in Baltimore, be required to pay a 
license based on the amount of stock on 
hand at the principal season of sale. At 
present these stores are rot forced to 
take out licenses, and are permitted to 
operate in competition with other stores 
which are. This legislative enactment 
is suggested in a proposal made by 
Frank P. Bratton, chief inspector of 
the State License Bureau. 
Exemption from payment of license 
fees to operate their businesses has 
been granted shoe manufacturers op- 
erating chain shoe stores on the ground 
that they were producers or manufac- 
turers and not retailers. This has been 
for some time a thorn in the business 
of independent shoe retailers who are 
required to pay license fees to do busi- 
ness. It has been contended the manu- 
facturers operating chains of retail 
shoe stores are accorded the same priv- 
ileges of doing business as the inde- 
pendent retailer, yet they are exempt 
from taking out a license while the lat- 
ter must pay a fee. 





Surad Opens Fourth Store 


CLEVELAND, OHIO—P. Surad, a Cleve- 
land shoe merchant for the last 20 
years, opened his fourth store in this 
city on Jan. 6 at 1487 Hayden Avenue. 
Two of his stores are managed by his 
two sons, and a third store by his son- 
in-law. The new store, just opened, is 














under his own personal direction. 
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Retail Shoe Sales Declined in 
November 


WASHINGTON, D. C.—Sales of wo- 
men’s shoes in shoe departments of de- 
partment stores reporting to the Fed- 
eral Reserve Banks declined 15 per cent 
in November, 1930, compared with No- 
vember, 1929, with one less selling day 
in 1930 than in the previous year. By 
districts the percentages of decline were 
New York, 11; Boston, 9; Cleveland, 
20; Richmond, 21; Chicago, 9; St. 
Louis, 23; Dallas, 21, and San Fran- 
cisco, 12. Children’s shoes showed a de- 
cline of 8 per cent, distributed as fol- 
lows: New York (gain, 16); Cleve- 
land, 19; Richmond, 16; Chicago, 17; 
St. Louis, 17; Dallas, 40, and San 
Francisco, 5. Men’s and boys’ shoes 
showed an average drop of 9 per cent, 
distributed among Boston, 7; New 
York, 5; Cleveland, 6; Richmond, 3; 
Chicago, 18; St. Louis, 21; Dallas, 11, 
and San Francisco, 2. 





Weiss Going With Frank & 
Seder 


BosTON—William L. Weiss, buyer of 
shoes for the Gilchrist Company here, 
will sever his connection with that com- 
pany on Feb. 1, to become associated 
with Frank & Seder of Pittsburgh, Pa. 





William Shapiro Moves 


New YorK—William Shapiro, retail- 
er of fine footwear at 246 East 59th 
Street for some time, has moved his 
store to a new location at 242 East 59th 
Street. The new store is modernly 





equipped. 
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Vamp and_ quarter, 

Kafforite trim. Made 

in all the beautiful 

pastel shades of MOR- 

OCCO CALF. 

By Samuels Shoe Co., 
St. Louis, Mo. 









PY LAs 


































Sie eee | 





<! 


(CO CALE 


BEeALITiIFUL PASTEL SHADES 























For Spectator Sport Footwear 






For the coming warm season, lively and contrasting colors 







Ten in men’s sport footwear will find their counterpart in 
Pastel women’s spectator sport footwear in the beautiful style 

effects obtainable with the pastel colors of MOROCCO 
Colors: GRAIN CALF. 
















1241 to In the daintier types of pumps or sandals, this colorful light 

1247, weight, mellow calf, with its neat billowy grain, enhances 

vie their style value. | 

1267. . As Old Sol makes the sap rise, the trees turn green, and the 
flowers bloom, on his triumphant march north, he brings 

—S oe to alert merchants a natural demand for colorful footwear. 

request. 






Prepare for it now! 








We supply the stylist with a range of colors from white 
thru the pinks, and greens, beiges, blues, and gold. 





a, QetlO. LEATHER CQ 


GIIPARPD OHIO 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
and Salesroom 


Factory 
40-46 West 25th St. New York City 








MEN’S FINE 


HAND TURNED 
SLIPPERS 


by 


th B lathe 

OO $3. 5.08 to fas Ww. CHASE & SONS 
Send Bein Mass. 
Seaman Office: Room 501, Statler Bldg. 


eons 


_IN STOOK 











Cycceccen, 


Yurne only — 
Coteles on 
vrenest 








L. B. EVANS SON CO., Wakefield, Mass. ° 
& CC SOO0OS6GO 9 OH HE566 


Cee 





oudoir Slippers In Stock 
e UNUSUAL VALUES 


SCHWARTZ & HERDER, INC. 





falists In Comfort & Ballet 
oa relates fe Sotto eiciphias Pa. 











HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 
class. Catalog on Request 

VINCENT HORWITZ Ral Inc. 
64-76 W. 2rd St. York City 

















Boosting Patent Leather 











ELEANOR DAY BENORE 


New YorK—Eleanor Day Benore, 
stylist for the Fashion Publicity Ser- 
vice, 25 West 45th Street, in New York, 
is now engaged in furthering the cause 
of the patent leather manufacturers, 
who are anxious that the trend for pat- 
ent, as seen in Paris and New York, 
be made known to fashionable women’s 
shoe manufacturers, buyers and retail- 
ers. Miss Benore was formerly with L. 
Bamberger & Co., in Newark, and Stern 
Bros., in New York. 


Schwarz, Ruggles, Inc. 
Move to Middleboro 


ROCKLAND, MAss.—Equipment of 
Schwarz, Ruggles, Inc., shoe manufac- 
turers, formerly of Brockton, but more 
recently located here, is being moved 
to Middleboro, and manufacturing will 
be started there within a short time. 
The concern has leased a portion of the 
Leonard, Shaw & Dean Co. plant there. 
Economies which the companies hope to 
be able to effect by using part of the 
Middleboro concern’s plant prompt the 
move. It is expected that some of the 
Rockland workers will move with the 
company to Middleboro, but it is prob- 
able that many Middleboro hands will 
be taken on after the concern begins 
operations in its new plant. 


Fire Damages Tannery 


PHILADELPHIA (UTPS)—The beam 
house and equipment of the Tacony 
tannery of the International Shoe Co. 
was severely damaged by a fire of un- 
known origin Dec. 26. No official esti- 
mate of the damage was possible, but 
F. W. Hemming, superintendent, stated 
that a complete shut down of this part 
of the plant would be necessary. Two 
buildings, with hides in storage and in 
vats, were burned. Two alarms were 
sounded, and workmen from the plant 
as well as the firemen of the city forces 
fought the blaze for two hours. 








Stewart & Co. to Have Bargain 
Basement 


BALTIMORE, Mp.—A shoe department 
will be included in the new bargain 
basement to be opened about March 1, 
by Stewart & Co., department store, of 
Baltimore, Md. It will mark the first 
entrance of this large local branch of 
the Associated Dry Goods Stores Cor- 
poration into the lower priced field. 

Burt Rosenberg will be manager of 
the new basement store. The buying 
organization in the new basement store 
will be made up from the Stewart or- 
ganization, and the elevation to mana- 
gers will be promotions. 

Mr. Rosenberg comes to Stewart’s 
from the Rollins Company of Cincin- 
nati, where he was basement manager. 
Before that he was with the Hecht 
Company of Washington, D. C., for 14 
years. 


Unions Reply to Wage 
Reduction Request 


BROCKTON, MAss.—Following unani- 
mous rejection by the 12 Boot and Shoe 
Workers’ Union Locals here of a pro- 
posal for a 10 per cent reduction in 
wages for both day and piece work- 
ers, voted at a meeting Dec. 24, the 
Joint Shoe Council, composed of rep- 
resentatives of all the locals, has sent 
a reply to the Brockton Shoe Manu- 
facturers’ Association declaring their 
reasons for refusing the cut. 

They contend that cutting the wages 
the above amount would mean approxi- 
mately seven cents less in labor cost, an 
amount that would hardly bring much 
more business to Brockton under exist- 
ing conditions. 

They stress the fact that the shoe 
industry, like every other business in 
the country, is suffering from the de- 
pression, and that they feel the time is 
inopportune for future earning ability 
to be jeopardized by a disadvantageous 
reduction at this time. 


Xmas Distribution 


PITTSBURGH (UTPS)—Baskets of 
groceries for their Christmas dinner, 
with shoes and clothing, were dis- 
tributed to more than 40 men, women 
and children by the Stetson Shoe 
Stores in Pittsburgh at the firm’s shoe 
shop in Sixth Avenue. The applicants 
were selected by Rev. Albert Curry, of 
the Goodwill Industries, and presented 
their appeals to R. Bruce Murphy, 
manager of the stores. Murphy and his 
assistants also gave St. Patrick’s Cath- 
olic Church 20 baskets for distribution 
to poor families. 

Charles Greenberg, proprietor of the 
Economy Shoe Stores, Mount Oliver, 
also aided the poor and unemployed by 
giving 50 pairs of shoes and rubbers to 
organized relief societies in the Mount 
Oliver and Carrick districts. 


Sending Heels Over-Seas 


LYNN, Mass.—Renton Heel Co. is 
sending built-up heels of leather to 
Australia, Manila, Philippine Islands, 
the West Indies, Newfoundland and 
Jerusalem. 








BooT AND SHOE RECORDER 
12 combining THe SHOop RETAILER, Jan. 10, 1931 








See Me 4 WILL YOU 
At Boston BE MY 


Or Atlantic SHOE MAN? 
City Shows 


Students in famous Illinois clinic 


STUDY. .CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

he opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty es 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——--——MAIL THIS COUPON TODAY -——--~—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY A C C L A I M E D 
1327 N. Clark St., Chicago, Illinois 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


_ AT DETROIT! 
— “SPORTSTER” 


OFFICIAL GIRL 
SCOUT SHOES 

















Increase Your 


SALES ABILITY 





i\, Know shoes as mer- 
N\\\ chandise, shoes in re- 
\\\, lation to the cus- 
\ tomer. Know the Sizes in Stock 
\\\ types and their pur- 
\\\ poses—the kinds of 
\ leathers. Fatten up 
the pay envelope P ° a 9 wr 
ah a to oe Growing Girls’ Widths AAAA to D 
utes study a day Growing Girls’ Sizes 214 to 12 
in your spare 
\, time. This won- 6 9299 
I derful little Sportster’s” Meet Y. W. C. A. 
WW, book has helped Standards and Requirements 
\ hundreds of 
Pe mp ae (‘‘Sportster’s” Officially Approved by Camp 
a : oup pa Directors’ . Association ) 
and mail it 
today. 





Lord-Kepner Elk Leathers Used Exclusively 

“Gold-Spot”’ Leather Soles Used Exclusively 
Sportster’s Lasts Are All Co-ordinated 

Price 


50c. with order Sportsters A. SANDLER Seman 


will 
a © ¥. be Girl Scout Shoe Div. 
Enclosed please find fifty cents shown at 


151 Lincol shown at 
for which send me copy of the Sixth Revised Edition of THE SHOE and Boston mcom St. Atlantic 
Show Boston, Mass. City Show 
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WHERE TO BUY 


Slipper Ornaments 








vompoas © BOWS <namen 


of Every Description for 
Boudoir Slippers 


The right merchandise at the right time 
Solid colors in stock—samples on request 


HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














WHERE TO BUY 


Children’s Footwear 














High Grade Goodyear 
Welt Shoes in Stock. 


Wiswell-Everston-Santry Shoe 


Mfg. Co. 
Cedar Grove, Wis. 











Approved by Medical Men 


As a falls. pentehated 
rkley 


7 







the 
lated best aga 
is unexcelled. Well 
known surgeons recom- 
mend its use. 
Burkley Shoe Co. 
1556 Ne. Main St, 
Brockton, Mass. 
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WHERE TO BUY 


Skating Shoes 





eid 


TH 


qs 


fee cass 
914N. oben Pn 
Chicago, itl. 





This Robbery Failed 
to Click 


Pittsburgh, Pa.—Safe crackers got 
nothing for their efforts after they blew 
open a safe in the VanDeventer shoe 
shop at 202 Fifth Avenue. 8. H. Rose, 
manager of the store, entered a few 
minutes after the explosion and found 
the store filled with smoke. He sounded 
a fire alarm. The noise of the explosion 
is believed to have freightened the 
would-be robbers away. 


Production Gaining 


RocHEster, N. Y. (UTPS)—With 
wet weather as an aid, Rochester shoe 
retailers chalked up ‘what might be 
considered a banner Christmas busi- 
ness in view of the depression and 
brought new predictions by manufac- 
turers of a boom early in January. 

Business was particularly brisk in 
arctics, overshoes and women’s shoes. 
Children’s shoes sold well in scattered 
places. 

Simultaneously, D. Armstrong & 











Sees Need for Efficiency 
in 1931 


“To bring back a measurable return 
upon the capital investment of the 
leather industry it will take work, and 
then more work, and still more work,” 
said President Fraser M. Moffat of 
Tanners’ Council of America, in com- 
menting on the outlook for 1981. 
“Added to this must be a demonstra- 
tion of courage, common sense and 
calmness, with a realization that mod- 
ern business to be profitable must first 
of all be directed with efficiency and a 
reasonable degree of cooperation be- 
tween highly individualistic interest. 

“The trade press occupies at this time 

a most responsible position. We ac- 
knowledge our dependence upon the 
proper and sympathetic dissemination 
of the facts which we have to present 
to it and the material help which it so 
frequently offers. 
“We have given 1930 a decent burial 
and we hope that no ghosts of it will 
disturb our reasonable anticipation of 
a return of normal business in 1931.” 





Fire Damages Thoman Shoe 
Stock 


CoLuMBuSs, OHIO (UTPS)—A fire of 
undetermined origin caused a loss of 
about $6,500 at the factory of the Tho- 
man Shoe Co., 30 West Spring Street, 
Dec. 29. The company has been man- 
ufacturing children’s footwear and is 
a reorganization of the former Colum- 
bus Shoe Co. The principal loss is on 
the stock of shoes, according to Louis 
Thoman, president of the company. 





Nu-Way Shoe Co. Moving 
To Larger Quarters 


NEW YORK—The Nu-Way Shoe Com- 
pany, which began existence in an ex- 
tremely small way ten years ago at 
161 Duane Street, specializing in styl- 
ish stout and orthopedic footwear, and 
has expanded its business at that ad- 
dress, is forced to seek larger quarters, 
and on Feb. 1 will take over the entire 
building at 142 Duane Street. 

Dave Ruby and Herman Schwartz 
continue at the head of the business. 





Fire at Bryon Tannery 


BALTIMORE, Mp. — Several thousand 
hides and a large quantity of oils were 
destroyed by fire, which wrecked two 
stories of one of the main buildings at 
the W. D. Bryon tannery at Williams- 





Company and the Elam Shoe Corpora- 
tion, manufacturers, increased produc- 
tion, following the lead of the Menihan 
Company, Sherwood Shoe Corporation, 
C. P. Ford and E. P. Reed, which in- 
creased a week or more ago. Charles 
Smith, secretary of Sherwood, predicted 
a marked increase in business after the 
first of the year. Most factories, in- 
cluding a few of the bigger ones, were 
closed over the Christmas weekend. 





Postpone Dickerson Directors’ 
Meeting 


CoLuMBUSs, OHIO (UTPS) — The 
meeting of the directors of the Walker 
T. Dickerson Shoe Co., which was to 
have been held Dec. 29, has been pos- 
poned until Jan. 10, according to offi- 
cials of the company. At that time the 
annual report will be made and ar- 
rangements will be made for declaring 
the dividends. During the past year 
the company has paid the regular quar- 
terly dividend of $1.75 per share on the 
2132 shares of preferred stock. 

Secretary Rinehart announced that 
all departments of the factory are 
working on full schedule except the 
packing room. The daily output is 
about 500 pairs. The concern took over 
the plant of the Riley Shoe Manufac- 
turing Co. about a year ago. 





Receivers Appointed for 
Campbell Dept. Store 


PITTSBURGH, PA.—Receivers for the 
Campbell department store, P. 

Campbell, president of the store and 
the Peoples-Pittsburgh Trust Company 
were appointed by Judge R. M. Gibson 
in Federal Court here. The action is 
the result of an equity suit filed by 
Robert S. Campbell of California, a 
stockholder. The receivers, whose bond 
was fixed at $25,000, will operate the 
store, which has a large shoe depart- 
ment. It is understood that the firm is 
— with estimated assets of $525,- 





Fitted Gift Shoes 


BALTIMORE, Mp.—The distribution of 
3000 shoes to children by the Advertis- 
ing Club of Baltimore, Md., was car- 
ried on in much the same manner as 
shoes procured on the cash-sale basis in 
downtown department stores. Certifi- 
cates, which the needy children re- 
ceived, were presented in the building 
at 107 West Baltimore Street, and the 
children were served and fitted in shoes 
by experienced clerks from local de- 
partment stores who volunteered their 
services. A. J. Bourbon, of O’Neill & 
Co., department store, supervised the 





port, Washington County, Md. 


14: 


distribution. 
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In Rochester Plants - 











BEAUTY plus PERFORMANCE 


Celastic builds the style and beauty of 
the designer’s creation into the toe of the 
finished shoe. Perfect reproduction, how- 


Lec REE Oe 


ever, means but little if the style lines can- 


pat aioe: Gh a 


not be preserved. Through its unique fusing 
qualities, Celastic moulds the upper, lining, 
and doubler into one unit, fully protecting 


2 ETS 


the original style lines and giving the toe a 


ee 





durability that allows it to serve throughout 
the life of the shoe. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


THE QUALITY BOX TOE 
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WHERE TO BUY 
Dancing Shoes and Taps 








TAP SHOES 
IN-STOCK. 

No. 9780—Black Kid 

1.75 
No. 9785—Patent 

Leather 
$2.25 

BROOKS SHOE MFG. Co. 


Swanson & Ritner Sts. 
Philadetphia 











Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 
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WHERE TO BUY 


Dancing Sandals 


oa TOP 





os 


* KENDALL’S 
For Aesthetic 
Dancing 
IN STOCK 


IN GREY AND 
FAWN. 

4 SIDELINE 
MONBY 
MAKER 












QRECIAN 
pANoINe Ol 
SANDA 











* HAVERHILL, MASS. * 





WHERE TO BUY 


Store Fixtures 





Congratulate His Honor 














Daniel F. Sullivan, famous shoe man 
of Fall River, Mass., stepped out of the 
shoe store into the mayor’s office on 
Jan. 5. 

For almost fifty years he has been in 
shoes—stepping from the shoe factory 
to a shoe store and then finally owner- 
ship of a retail business and a highly 
successful career as a merchant. He 
has been president of the Massachusetts 
Shoe Retailers Association and director 
of the National Shoe Retailers Associa- 
tion and interested in business, social 
and civic organizations. 

In 1910 he was one of the organizers 
of the National Shoe Retailers Asso- 
ciation in Philadelphia. 

A year ago last September, after 
forty-three years in the shoe business, 
he retired to seek, in his own words, 
“a little rest and recreation.” The cit- 
izens of Fall River apparently thought 
him too good a man to be shelved, so 
gave him the biggest job of his career 
and the biggest job a mayor of Fall 
River has faced in decades. 
Congratulations! 





Fabric Makers See Good 
Business Ahead 


PATERSON, N. J. (UTPS)—Fabric 
shoes for the summer are declared by 
several of the local manufacturers of 
shoe fabrics to be the outstanding style 
note of the season. Mohair is one of 
the fabrics receiving attention at the 
moment, along with faille, a cotton 
having a canvas finish and weave, lin- 
ens, shantungs. It was said that two 
color and shades are to be used in com- 
bination such as blue and white, green 
and white, beige and brown and black 
and white. Plain colors and printed and 
many hand embroidered fabrics are be- 
ing selected. The pastel shades in eye- 
let embroidered linens and shantungs 
appear to be the favorites among the 
jobbers and manufacturers at the mo- 
ment. 

Embroideries and punch work are 
well thought of, even the crocheted ef- 
fects are well thought of and the em- 

broidered white crépe sandals are in- 

cluded in the numbers selected for 

southern wear at the moment. A few 

replacement orders have been placed 








for these fabrics. 
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End of “ ins” 


SAN FRANcIsco (UTPS)—Shoe deal- 
ers of San Francisco and vicinity are 
entering 1931 with every reason to be- 
lieve that the 1930 “bargain hunting” 
attitude on the part of the public is due 
for a change to the “quality seeking” 
attitude. In the local industrial field, 
public utility field, and railroad indus- 
try, thousands of men are to be placed 
on the payrolls during January and the 
Spring months, the city’s emergency 
park-improvement program will employ 
thousands, and the reaction upon retail 
— is bound to be prompt and favor- 
able. 

The holiday trade, in most of the 
shoe stores, was highly gratifying. 
However, although mid-December re- 
ports from all San Francisco retail 
stores indicate as many or more trans- 
actions this year as compared with the 
same period last year, the average price 
and number of items per sale were 


pick-up in retail trade will continue the 
good work begun during the Christmas 
holidays. 

The City of Paris, San Francisco de- 
partment store, struck a happy and 
profitable note by featuring special 
shoes for the notable football games 
featured on the west coast this win- 
ter, among the striking advertisements 
being the following: “Clever footwork 
for the Big Game depends on Crocodile 
Shoes! . . . A crocodile oxford is about 
the smartest shoe you can imagine, and 
with matching crocodile handbags are 
perfect with wool dresses and fur 
jackets.” 





New Manager and Expanded 
Lines 


ATLANTA, GA. (UTPS) — Extensive 
improvements have beeen made in thi 
women’s shoe department of the Davi- 
son-Paxon Company. 

L. E. Hanf, from the New York 
store of R. H. Macy & Company, has 
‘been placed in charge of the eer 
ment, which is now operated directly by 
the Davison-Paxon Company, and sev- 
eral new lines have been added. 

Assisting Mr. Hanf is a staff com- 
posed of J. R. Arnold, D. M. Ingram, 
L. W. Montgomery, L. L. Duke, A. 
Wenburg, Mrs. J. F. Crickenbroger and 
Mrs. Pearl Stewart. 

One notable improvement in the ar- 
rangement of the department is a diag- 
onal aisle opening directly from the ele- 
vators. 





Schiff Stores Gain 


CoLuMBus, OHIO (UTPS) — The 
Schiff Co. in its contest among the 170 
units of the chain for the largest per- 
centage of gain over the quota an- 
nounces that the store at Lafayette, 
Ind., was first during the ten months 
ending Oct. 30, with a percentage gain 
of 40 per cent over the “Sgr gapere 
period in 1929. Champaign, IIl., store 
was second, with a gain of 28.98 per 
cent, while Logansport, Ind., and La- 
porte, Ind., were third and fourth, with 
19 and 17.17 respectively. Others show- 
ing good gains were the stores at Cedar 
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Rapids, Iowa, Muscatine, Iowa, Ham- 
tramck, Mich., and Cannonsburg, Pa. 
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San Francisco Merchants See 


markedly smaller, so the assured Spring 
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A Patent Ensemble 





An ensemble of bag, belt and shoe, in the 
modern manner is shown in the above photo- 
graph. All three employ red kid piping as a 
decoration and as a harmonizing link among 
them. The motif of the bag and shoe is not 





repeated in the belt, the red piping serv- 
ing as a means of linking it with the other 
two accessories. The belt has silver prongs 
and eyelets and is copied from one of the 
season’s most successful models. 








Blues and Beiges 
Lead in Colors 


Wide Variety of Shades Used 
By Lynn Manufacturers 


LyNN, Mass. — The colors are blos- 
soming as spring shoes show up in 
Lynn’s shops. It looks as if the grip of 
blacks were to be broken at last. Any- 
way, the colors are coming to the fore 
again in fashion’s parade for 1931. 

Blue, according to tanners who ought 
to know, is showing the largest per- 
centage of gain for the new hues. The 
beige family appears to be doing as 
well as a year ago. The whites will 
come later. There is, of course, a good 
business on the browns, especially the 
lighter tones, even the pastels, and, 
also, greens, reds and so on, and linens, 
or other fabrics, white or natural, some 
to be dyed in the store. Prospects for 
patent are improving. 

It’s buyers’ choice on the tone, or 
shade, of the color, whatever it may be, 
meaning that he choses it light, dark 
or medium. “Let your good taste be 
your guide,” is the way one leading 
maker puts it. 

But the trim is the thing, as is often 
the case in dressing feminine feet. Most 
of all the new shoes show a tip, a fox, 
or other trim, of a color to make a con- 
trast with the color of the vamp and 
quarter. Again is the good taste of the 
buyer called up for action. The makers 
have so many different leathers at their 
command that they can provide any- 
thing that the buyer may desire in 
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either grained or embossed leather. Of 
course, the reptile family, especially 
the water snakes and the lizards and 
the baby pythons, are thriving. It 
seems, by the way, that a real good 
novelty is really a staple these days. 
At least, it sells season after season. 

Opera and strap pumps are first on 
the list of pattern makers, and one eye- 
let ties, some with concealed gores, are 
going good with some firms. 

Many shoes are shot full of holes, 
literally speaking, for the punches and 
perforations are many and_ varied. 
Even are the tips and other trims per- 
forated. It looks as if round holes, not 
as small as the head of a pin nor as 
large as a silver dime were preferred. 
At least, that’s the report from the 
makers of punches. The holes are in 
massed effects instead of being all over 
the shoe, as in a Sieve. 

Styles are legion again, for colors as 
well as patterns, and some mention may 
be made of a tendency toward new 
round toed, short vamped lasts, with 
short coupled shanks, and, of course, 
higher heels. 

There’s a growing interest in the 
new shoes that are Littleway lasted, 
that is, with the uppers fastened to the 
insoles with staples. The out soles are 
either stuck on with the new cements, 
or are sewed with the machine. 


Merchandising in 1931 


Boston—Charles O. Drayton, sales 
manager of Graton & Knight, the Wor- 
cester tanners, spoke on merchandis- 
ing in 1931 at the recent meeting of 
the Sales Managers’ Club at the Boston 
Chamber of Commerce. 
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WHERE TO BUY 
Spats 
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BOND STREET 
Aputs 


The finest, best known, 
of all. Styled in England 
—made in America, and 
to $5.00. 
comprehensive, unique na- 
tional advertising—radio, 
national magazin mer- 
chandising 8, attrac- 
suumeouiave delivery. Write for samples. 
WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. S&S. A. 
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‘Standard’ 


8 P 


Ve pacnenes. 
THE 


The world’s finest spat 
—backed by one of the 

national ad- 
vertising campaigns 
ever run for 


Priced to retail 

Ween tee 
rite for 

samples. 


Watch “Standard” Spats in 1931 
S. Rauh & Co., 650 Sixth Ave., New York 
———EEE———eee——sesee 
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CREATEST SPAT LINE 
OF THE INDUSTFY 


IMPERIAL Si aT Owe 
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IDEAL 


Registered Trade Mark 


With Manolis Prod- 
ucts you will advertise 
your own name for the 


and shoe ornaments. 
Our new lines will 
be ready January Ist. 
Write in for samples 
and price list. 
MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chicago, II. 





Ohio Leather Co. Plant 
Reopens 


GIRARD, OHIO (UTPS)—The plant of 
the Ohio Leather Co. at this place has 
been reopened following a period of 
idleness. The reopening of the plant is 
attributed to the new tariff schedule, 
according to company officials. It is 
said that the leather industry has suf- 
fered a great deal from foreign com- 





petition during the past few years. 
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Shoe Form Co., Inc., Auburn, N. Y. 
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WHERE TO BUY 


Women’s Shoes 
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Internationally recognised as the acme of 
utility 


A product of 
SHAFT-PIERCE SHOE CO., Faribault, Minn. 








Ultra-Smart Sandals 
yo my Ss 
Unusual 
Profits 
Write direct 








BIARRITZ 
83 West 27th St. 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE ©0., INO. 
IN Baffalo, N. Y. éTOOK 














WHERE TO BUY 
W ork Shoes 
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WHERE TO BUY 


Shoe Forms 









for Shoes and Hosiery 


made of white, 
transparent or color 
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A. P. Nerone Dead 


PROVIDENCE, R. I. (UTPS)—Augus- 
tine Patrick Nerone, well known in the 
shoe retailing business here, died at his 
home in Bristol in his 82nd year. Al- 
though Mr. Nerone had been ill about 
two months, a fall in his home recently 
is believed to have hastened his death. 

In 1877 he started a shoe retailing 
establishment which he continued for 
many years. At one time he was vice- 
president of the R. I. Shoe Retailers’ 
Association. Mr. Nerone had been un- 
usually active in civic affairs, having 
served as school committeeman besides 
being on other various committees to 
further the good of his community. 





Dies in Fire Leap 


CoLuMBus, OHIO (UTPS)—Trapped 
by fire on the second floor of her home, 
419 §. Columbia Avenue, Columbus, 
Mrs. Sarah Gilbert, a 67, mother 
of Harry Gilbert, well known shoe 
dealer, died when she leaped to the 
ground shortly after midnight, Jan. 1. 
Mrs. Gilbert was alone at the time, as 
her daughter was attending a New 
Year’s Party. The fire was of little 
consequence and was caused by defec- 
tive wiring. She leaves five daughters 
and two sons. 


Abraham Bosler Dead 


CARLISLE, PA.— Abraham Bosler, 
aged 45 years, for a number of years 
president of the Carlisle Shoe Com- 
pany, retiring from the post a year 
ago, shot and killed himself in his 
home, according to the Coroner of Cum- 
berland County, who stated that he had 
learned that Mr. Bosler had been brood- 
ing over losses in the stock market. He 
was president of the Carlisle Deposit 
Bank & Trust Company at the time of 
his death. He graduated from Dickin- 
son College in 1905 and immediately 
entered into the shoe manufacturing 
business. He was a trustee of the Dick- 
inson College. His widow, two sons and 
two daughters survive. 





Harry E. Mack Dead 


St. JOHNS, MicH. (UTPS) — Harry 
E. Mack, veteran shoe merchant, died 
at his home here. He had lived here 
thirty-eight years and was widely 
known in the boot and shoe trade. 





Henry T. Leifheit Dead 


HAMILTON, OH10——Henry T. Leifheit 
aged 54 years, engaged in the retail 
shoe trade here for 32 years and owner 
of the Walk-Over Shoe Store here for 
20 years, died after a long illness. He 
was widely known to the trade. 


Shoe Stock Damaged 


Macon, GA. (UTPS)—Fire on Sat- 
urday, Dec. 27, did $1,000 worth of 
damage to the stock of the Vanity Boot 
Shop, 506 Cherry Street. The Shoe 












Box, located next door, also suffered 


Drew Co. Business 
Continues Unaffected 


PORTSMOUTH, OHI0O—With his usual 
business acumen, the late Irving Drew, 
who died late in November, some time 
ago arranged his affairs so that the 
financial structure and management of 
the Irving Drew Company would be 
but little affected by his passing. 

The early part of this year Mr. Drew 
disposed of nearly all his common stock 
holdings, and at the time of his death 
held only sixteen shares. At the same 
time he resigned as president and gen- 
eral manager, and the following were 
elected executives of the company: T. 
C. Lloyd, president and general man- 
ager; E. A. Drew, vice-president, and 
F. W. Drew, secretary and treasurer. 
These, with W. W. Gates, O. C. Sprague, 
E. W. Crichton, R. M. Adair and A. F. 
Marting, constitute the board of di 
rectors. 

The directors at their last meeting 
requested a resolution of esteem and 
respect be made a part of the records 
of the company. This officially brings 
to a close an honorable and successful 
career, which had its beginning in the 
shoe annals of Portsmouth over sixty- 
two years ago. 

“There is a feeling, however,” says 
Mr. Lloyd, “that ‘the best tribute we 
can offer to our departed friend and 
counselor is to advance this business 
on all lines. The officers and board of 
directors will not only continue to con- 
duct this business on the high stand- 
ards for which it has been known in 
the past, but also with an aggressive- 
ness and determination that will brook 
all obstacles and will enable us to show 
continued enterprise and improvement.” 





“Pied Piper’? Runs Contest 
Based on New Booklet 


Wausau, WIis.—Under the name of 
“Questions and Answers,” the Mara- 
thon Shoe Company has issued a 24- 
page booklet, designed to make retail 
salespeople who handle “Pied Piper” 
shoes more familiar with the merchan- 
dise, and coincidentally with the issu- 
ance of the book is running a contest 
based on the booklet. Twenty-four 
cash prizes are offered for the best 
letters of 100 words in length on the 
subject, “How the Questions and An- 
swers Booklet Helps Me Sell More Pied 
Piper Shoes.” The contest is open to 
all retail shoe dealers and their sales- 
people, regardless of whether they han- 
dle the line or not, and closes March 
1, 1981. 

The booklet, through the question and 
answer method, gives a complete ex- 
position of the Goodyear welt process 
of making shoes, plus Pentler and 
Short improvements used in the manu- 
facture of “Pied Piper” shoes. 


Morris Jacob Now a Miller 
Manager 


New YorK—Morris Jacob has been 
made assistant manager of the I. Miller 
store at 40th Street and Fifth Avenue. 
He previously was with Bonwit-Teller 
Company, and before that with An- 
drew Geller. 





some damage from smoke. 
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On the Selling End 


News of the Shoe Travelers and Sales Activities 


er 40th annual meeting and dinner 
of the Southern Shoe Salesmen’s 
Association, oldest organization of shoe 
travelers in the United States, was held 
at Westminster Hotel, Boston, Tuesday 
evening, Dec. 30. Following are the 
officers elected for 1931: 

President, John E. McElaney; vice- 
president, G. I. Byam; secretary-trea- 
surer, Fred W. Stanton. In addition to 
routine business, this resolution, offered 
by A. E. Rankin, was unanimously 
adopted: 


Resolved: that if any member of 
the S. S. S. A., through misfor- 
tune, is unable to pay his dues, or 
premiums on his group life in- 
surance policy, that he shall be 
continued as a member in good 
standing for a period of one year; 
this action being equivalent to a 
loan to such member. The same 
also shall apply to his membership 
in the National Shoe Travelers’ 
Association. 


Following an hour of reunions and 
reminiscences, members and guests par- 
took of an excellent dinner, this being 
enlivened by instrumental and vocal 
music. Bert Wetmore favored with 
solos, also led in chorus singing. Four 
of the charter members were present: 
Frank M. Colburn, A. E. Rankin, Hec- 
tor E. Lynch, Sr., and F. W. Stanton. 
Retiring president Charles Quimby, 
toastmaster, introduced the newly 
elected officers, who, in turn, expressed 
appreciation. 

T. A. Delany, secretary of National 
Shoe Travelers’ Association, making 
the principal address, stressed the im- 
portance of the traveling salesman as 
a ei a of good will, also the in- 
dispensable service he renders to the 
manufacturer. “Never,” declared the 
speaker, “can the salesman be elimi- 
nated in shoe manufacturing.” John 
S. Whittemore, president of Boston 
Shoe Travelers’ Association, indorsed 
Mr. Delany’s remarks regarding the 
service of the shoe traveler. George 
W. R. Hill, who was present at the 
founding of the S. S. S. A., and since 
has not missed a .meeting, brought 
greetings and good wishes from the 
Boot AND SHOE RECORDER. Oran Mc- 
Cormick, an honorary member, talked 
in a reminiscent vein, following which 
he entertained the company with lan- 
tern slide photographs of Southern re- 
tail merchants and shoe travelers. 


Chain Store Bill 


BostonN—A bill to regulate chain 
stores has been filed in the Massachu- 
setts legislature, by Representative 
Birmingham, of Brighton, which pro- 
vides that any person or corporation 
operating more than one store shall pay 
a license fee from $750 to $2,700 per 
store, the size of the fee to be regu- 
lated by the size of the community in 
which it is located. 
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Al the recent annual meeting of the 
Central Association of Traveling 
Shoe Salesmen, Kansas City, Mo., the 
following officers were elected: 

E. O. Graham, president; B. J. Shaw, 
vice-president, and J. R. Sells, secre- 
tary- treasurer. 

A banquet was served at the Hotel 
Savoy, where a large number attended. 
Secretary-treasurer J. R. Sells, having 
been re-elected for the fifth consecu- 
tive year, was also appointed as special 
delegate to represent this association at 
the N. S. T. A. Convention in Detroit. 


A L. CHISLER, for ten years rep- 
¢ resentative eof the George Strong 
Shoe Company of East Weymouth, 
Mass. in the Pittsburgh territory, in- 
cluding West Virginia and part of 
Ohio, is now covering the same terri- 
tory for the C. H. Alden Company, 
Abington, Mass. 


SAM PRICE has become vice-presi- 
dent and director of sales for the 
Select Slipper Manufacturing Com- 
pany, 104 Bleecker Street, New York 
City, and has established headquarters 
at 503 Security Building, 189 West 
Madison Street, Chicago, II]. 


DWARD BANTA, well-known shoe 

buckle and jewelry salesman, is 
now connected with the Alexandre & 
Roman Jewelry Company, 258 Fifth 
Avenue, New York, and is covering 
the Middle Western territory formerly 
covered by E. J. Alexandre. 


bgt WALKER has joined the sales 
staff of A. Jacobs & Sons, of Lynn, 
Mass., makers of shoes for women, 
misses and children, and has made his 
first trip through the South with his 
new lines. He was formerly with the 
+ saa Shoe Company of Chelsea, 
ass. 





Tied With a String 


Shoes tied together in pairs with a 
string, and hanging by the string from 
the racks, are noted in a bargain base- 
ment of Boston. A hundred or more 
pairs are draped on each rack, and the 
racks are something like those of the 
factories. The strings are threaded 
through the quarter of each shoe, just 
above the counter line, and are fastened 
on the inside with a knot. 

Old timers will readily recall this man- 
ner of displaying shoes, and a few of 
them will remember that they started as 
boys in the shoe factory on the job of 
tying shoes together in pairs with a 
string. The object of this display, of 
course, is to give the shopper a quick 
and comprehensive view of what the 
store has to offer. 














WHERE TO BUY 
Ballet Slippers 


Rights and Lefts 


Two Grades 
Wem. Miss. Cai. 
$1.60 $1.45 $1.40 
1.358 61.580 6.28 





wM. 
SUMNER 
SMITH 
Chicage, Ill. 


In Stock 
183 West Menree 








In Stock Black Kid 
Ballet Right and Left 
Last 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 


BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 


PROFITS 


Shoe retailers are finding 
extra profit in theatrical 
footwear these days. In- 
vestigate the profit possi- 
bilities of a theatrical de- 
partment. 











Write us! 


CHICAGO 


" THEATRICAL SHOE CO. 
209 S. State Street | 


Chicago, Ill. 
C6, 66 4 8 6 8 6 


6715 Hollywood “Bivd... Hollywocd, Cal. 
WHERE TO BUY 
Riding Boots 
RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 


Jodhpurs and Field 
Boots. / 


Write for catalog. 


The Hoffert 
Too Slipper 


CONN 
3-*HOE cole 


BRA 
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Selby Increases Production 


PorRTSMOUTH, OHIO (UTPS)—The 
Selby Shoe Co. distributed more than 
$40,000 among its employees in wages 
and salaries Dec. 20, the regular semi- 
monthly pay day. ‘This payroll is the 
largest paid by the company for the 
past six months. Officials announce 
that the plans of the company are 
working steadily and orders have been 
booked to continue the schedule for the 
month of January. 
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START THE NEW 





Ted Orr, of the Potter Shoe Co., Cincinnati, said recently: ©) 


“Signs in the window are even more important than space in 
the newspapers, for there is the public looking at the actual 
merchandise, with no one to tell them a thing unless there are 
cards to tell the story.” 





@ 
Two comments from our card service members: 
“We are absolutely sold on ‘Recorder Selling Messages’ as 
the livest show card service to be had today for the money.” 


“First of all we want to compliment you on our cards. They are 
an asset to the looks of any window and the wording is up to 
date and effective.” 





The shoes you buy . . . and don’t sell . . . are the real expensive 
shoes. Chain stores have well planned trims with attractive 
display cards and tickets. 


Your windows are the best of all so-called consumer advertising, 
if your cards are there to say for you what you would like to say 
in person to the window-shopper about your store service. 


Each month’s set of cards is colorful, artistic, with die-cut top, 
with hand-lettered selling messages, making ii comparatively a 
simple matter to make the window trim fairly alive with your 
hearty invitation to come inside. 


Recorder Show Cards double the value of your window dis- 
plays! 





G 


For JANUARY 






















Royal Palm, natural colors 

on blue card board, text in 

black, 7 x 12 card—4 colors. 
JANUARY CARDS 


Complete Texts 
sent on request: 
4 cards—Women’s Shoes 
3 cards—Men’s Shoes 
1 card—Children’s Shoes 
1 card—Hosiery 
5 cards—On Store Service, 
Fitting, Clearance Sale, etc. 
Single cards—60c each 
Without text—35c each 


























Price Ticket 


Actual size, blue and 
reddish brown design, 
black figures—80 dif- 


ferent prices. 


69c to $17.50 
25c per dozen 

6 doz.— $0.85 
12 doz.— $1.50 Clips 
24 doz.— £2.50 

















Tickets: 


Check with Order, Please 





for Price 


Attractive 
aainee § y, 0 Hand-Lettered 
Attractive Price Ticket 
Hand-Lettered a Actual size, bright 


$5.00 per Gross, 
$2.75 Half Gross. 


Special quotation on larger quantities 










3-Color 













red and black de- 
sign, dark blue 
figures—48 differ- 
ent prices. 

$1.00 to $16.50 
25¢ per dozen 

6 doz.— $0.85 

12 doz.—$1.50 

24 doz.—$2.50 

















Prey 
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A MANUFACTURER CAN USE THIS MAN 


18 years spent in building two national successes in the shoe industry have proved 
the following points: 


Sales leadership—in the field and in the office— 


Advertising ability and initiative to back up sales— 


Modern knowledge and practice of all sales problems, including 
compensation and quota systems, etc.— 


“Hard Times” resourcefulness, the ability to keep sales up in 


good times and bad.— 


This man is seeking the responsibility of marketing a line of shoes — men’s, 
women’s, or children’s. 


His earnings in the past have been up to $18,000 a year, in addition to stock 
bonuses. 

He is 43 years old, now in the East, with no objection to going to any other part 
of the country. 


Write for detailed information that can not be given here. 


Address C-286, care Boot and Shoe Recorder, 239 West 39th Street, New York, N. Y. 











——=CLEVER DESCRIPTION CARDS 


Smarily describe your display of 


Styles - Leathers - Colors - Hosiery 


Pink 
Green 
Bubble Blue 
Beige 
Burgundy 
Purple 
Gold 

Silver 
Bronze 
Seal Brown 
Linen 
White Kid 


Thirty-two Descriptions 





| one | 





Opera Pump 
Regent Pump 
d’Orsay Pump 
Step-in Pump 
Gore Pump 
Sandal 

Beach Sandal 
Genuine Lizard 
Genuine Watersnake 
Rajah Ring Lizard 
Brazil Lizard 
Genuine Python 
Boroso Shark 


Beige Kid Actual Size 
Ebony Kid Azure Blue—Heavy Cardboard Full Fashioned 
Black Moir Attractively Lettered Picot T, 

- ae 50c per Dozen—6 Dozen $1.50 a oe 
Custom Last Check with Order Please Sheer Chiffon 


BOOT AND SHOE RECORDER 


Merchants Service Department 
209 So. State Street e e e ba . e . = . . 7 - . 
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Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 





Ebberts, John, Shoe Co., 








Ault-Williamson Shoe Co., Auburn, Me.... 25 


Bancroft-Walker Co., Boston, Mass........ 


Buffalo, N. Y..... 7 
Edwards, J., & Co., Phila., Pa.......4th Cover 


Hazzard, R. P., Co., Gardiner, Me......... 


Heel Hugger Shoes, Auburn, N. Y......... 16 

. Horwitz, Vincent, Co., New York City..... 12 

Alden, C. H., Co., Abington, Mass......... 9 Hoyt, F. M., Shoe Co., Manchester, N. H... 70 
Athletic Shoe Co., Chicago, Ill......... coe WA 


Keith, Geo. E., Co., Brockton, Mass........ ll 
Kendall Shoe Ce., Haverhill, Mass......... 





Levey Bros., New York City.............. 68 
Bass, G. H., & Co., Wilton, Me.......... - 78 Lumbard, H. G., Shoe Co., Auburn, Me.... 65 
Biarritz Sandals, New York City........ 78 
Bleecker Shoe Co., New York City........ 69 McElroy-Sloan Shoe Co., St. Louis, Mo., 
Blog Shoe Findings Co., New York City.68, 79 ae sas ial and Cover 
Brooks Shoe Mfg. Co., Phila., Pa........ a ee a sero a 
Brown Shoe Co., St. Louis, Mo.......50 to 55 Nettleton, A. E., Syracuse, N. Y. Y 70 
Burkley Shoe Co., Brockton, Mass........ . 74 Norridgewock Shoe Co., Norridgewock, Me. 76 
NuWay Shoe Co., New York City......... 69 
Chase, W. S., & Sons, Haverhill, Mass..... 72 Old Col ee ae we eee 7 
Chicago Theatrical Shoe Co., Chicago, Ill... 79 eee a ee ’ 
Craze, Pain, & Some Ine» E. Wermonthy 4g | Packard, M. A. Co» Brocton, Mass... 7 
Connell, J. M., Shoe Co., So. Braintree, York City ee eee ee cee vere 72 
Pe re eee 79 Powell & Campbell, New York City....... 69 
Crafts, G. P., Co., Manchester, N. H...... 32 
Crescent Shoe Co., New York City........ 68 | Reynolds, Bion F., Brockton, Mass......... 70 
Crossett Shoe Co., Augusta, Me.......... . 21 Richards & Brennan Co., Randolph, Mass.. 70 


Roberts-Johnson & Rand, St. Louis, Mo.... 60 
Robinson-Bynon Shoe Co., Auburn, N. Y... 59 


Saks, M. J., Shoe Corp., New York City... 68 


= Sandler, A., Boston, Mass.............++++. 73 
Evans’, L. B., Son Co., Wakefield, Mass.... 72 | schwartz & Herder, Inc., Phila., Pa....... 72 
Shaft-Pierce Shoe Co., Faribault, Minn..... 78 
Fried, Lazarus, & Sons, New York City... 69 Smart, Bob, Shoe Co., Milwaukee, Wis..... 4 
Friedman, B., Shoe Co., New York City.... 69 Smith, Wm. Summer, Chicago, , a oe 19 
Stacy-Adams Co., Brockton, Mass......... 70 
Stetson Shoe Co., So. Weymouth, Mass..... 56 

Giihen, ©. S., Phile., Pasicccsesccocececes 84 
Greenwald Shoe Co., New York City...... 68 | Valley Shoe Corp., St. Louis, Mo.......... 5 





Weiss, J., Shoe Co., New York City....... 





LET’s CONTROL PRODUCTION........ 






N. S. R. A. CONVENTION.......... 
N. S. R. A. CONVENTION.......... 


FROM THE EpiTor’s ANGLE........ 





THE STYLE SHOW AT DETROIT...... 
BEHIND THE SHOE SHOP WINDOWS. 
BUSINESS FINDS ITS BALANCE..... 
CAPITALIZE YOUR SERVICE......... 
TRAVELERS HOLD LIVELY CONVENTION 


FAITH, COURAGE AND WORK....... 


ON THE SELLING END............. 
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Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 7 
Wiswell-Everston-Santry Shoe Co., Cedar 
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33 LEATHER AND OTHER MATERIALS 





34 Allied Kid Co., Boston, Mass.............. 19 
American Hide & Leather Co., Boston, 
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42 Beebe, Lucius, & Sons, Boston, Mass..8rd Cover 


44 Dewey & Almy Chemical Co., Cambeline, 
MEO. 6p 50s-ecededceesee ebedeece . 49 
46 
Essex Rubber Co., Trenton, N. J.......... 13 
Evans, John R., & Co., Camden, N. J....26-27 
48 
Goodyear Tire & Rubber Co., Akron, Ohio.30-31 
51 
Lawrence, A. S. Saatien Or Peabody, 
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57 Levor, G., & on. New York ‘City. dase sieicic Aen 


New Castle Leather Co., New York City.. 
Northwestern Leather Co., Trust, Boston, , 


62 Ohio Leather Co., Girard, Ohio............ 1 










63 Surpass Leather Co., No. Philadelphia, Pa. 29 
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